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THE GREAT NATIONAL SHOE WEEKLY 


Brdet to all. 
Shoe Manufacturers 





Specifications of the Army’s 


new “Garrison Oxford” call for best 


quality materials thrgughout 
The counters shall be cut from the best quality 


No. 4 fibre beard and shall be fully molded to 


Hampshire 


the last.” ? 
Here is officigl recognition of a point that Spaulding has stressed 
» New 


and wis¢ shoe men have known about for years. Spaulding Counters 
et every requirement of quality footwear for soldiers and civilians 
North Rochester 


SPAULDING FIBRE COMPANY, Inc., 


SPAULDING S$ 


Garrison 


COUNTER 
. First Choice for Civilians 
AND COSTS SO LITTLE 


Specified for Soldiers . . 


0 OTHER PART OF THE SHOE MEANS SO MUCH 





a 


wee mAeE-CNEsee 

nM 
CRADLE HEEL TREE a s0ie 
FOCTWEAL FOR WOME hg 


it starts in Rochester with Mr. J. A. Jung, 

renowned shoe specialist who evolved 

the CRADLE HEEL TRED last feature... 

thence to our factory, and it was our 

reputation of quality, fine craftsmanship 

and designing that won us the coveted 

To} Moh M@inilolalthiclastialal; Mislt Mic liilel tl Miele) 

wear for women...and to be able to 2 
offer it to you, to bring more sales plus TO THE WOMEN 
more prestige to your shoe department. OF AMERICA 


WRITE FOR OUR CATALOG NOW 


ROCHESTER 


CRADLE HEEL /,2-/SZ.noe 


MANUFACTURED BY 


F CRADLE REST SHOE CO. 


1900 WASHINGTON AVE sT tovlrs MO 


DIVISION OF ‘RICE ~O NEILL SHOE COMPANY 








YOU DON'T 


HAVE TO BUILD SHIPS 
TO AID THE DEFENSE PROGRAM 


fae Defense Program literally has brought 


America to its feet. People are up and doing. 


More women are working in industry today 
than at any time in our history; more house- 
wives are doing their own work (Servant prob- 
lem due to defense). So, there 


Bonds) is to couple your knowledge of feet with 
Miller Health Shoes—the shoes that are built 
over that famous million dollar collection of 
scientifically developed lasts. Shoes that are 
backed up by the most unadulterated Ortho- 
pedic Program in America. 





are more tired feet at the end 
of each day, hence, there never 
has been a more urgent need 
for properly fitted shoes—shoes 
that retain the basic Orthopedic 
characteristics of special fitting 
lasts—shoes that meet a broad 
assortment of fitting problems. 


If you know Orthopedics, you 
don’t have to build ships or 
make steel to aid the Defense 
Program. All you have to do 


(In addition to buying Defense onda 





No. 1985—Tredmor Last Black 
kid six eyelet tie. 
tip and quarter. AAAA to EEE 


By adding Miller Health 
Shoes to your stock, you will 
broaden your base of operation 
and round out your fitting ser- 
vice; unless you do, you will 
have more walk-outs because 
there are more problem feet 
to fit, now that America is 
up and doing. Furthermore, 
Miller Health Shoes will 
bring you a healthy increase in 


Black calf 4 
profits on a small investment. 





Write us. 





Mille: Bont HUES 


THE MILLER SHOE COMPANY. . . COOK and ALFRED STS. . . . CINCINNATI, OHIO 
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woes who devote themselves to social work invariably are 
prominent in local society. They are influencers. What they 
deo and what they wear secon becomes the smart thing for many 


others te adopt. 





NITREADERS ARE 


nacross AND 


THIS great legion 


volunteer workers needs 
| 


has bought, or will agait 


buy all-white shoe} 
| 


that are easy to kee}j 


immaculate ... that ari 
| 
| 


kind to their feet ... am¢ 

also are smart in appearan : 

The one leather you know to bh 

completely acceptable is LEVOR whit: 
kid... washable... “The Whitest White” . . 
dependable and saleable throughou 

the year. Leading manufacture . 


| 
have shoes of this fine leathe 


ready for your selectio 








Style 2024—Five eye- 
let blucher, with 
perforated vamp and 
quarter, 401 Wall 
last, with 16/8 Satin 
kid Duco heel, % 
counter. 
Material — Black kid 
with Patent trim. 





$ 





REMOVE ALL RESISTANCE TO SEMI- 
CORRECTIVE FOOTWEAR... . 


New Wall-Toe Shoes in W. B. COON foundational lasts have 
given to this line of correct, corrective and comfort shoes a sales 
appeal that is pleasing to many more customers and more mer- 
chants. Profitable too because every pair is salable and you can 
size-up from instock, to keep your service constant. 





Three major groups of shoes in quality materials and superior 
shoemaking—now open for selections—“make-up” plus in-stock. 


A—ARCH FITTERS: A semi-corrective, spectator and sports line 
built over special measurement lasts adapted to slim insteps 
and. narrow heels. 


B—FREE TREADS: A related series of broad tread straight lasts. 


C—OUTFLARES: A related series of broad tread outflare-lasts. 
(Both of the above groups are available with the TRI- 
BALANCE insole as well as in the conventional welt con- 
struction.) 


Style 2037—Six eye- Style 2031—Five eye- 
let blucher, 400 Wall . let U throat bal, ex- 
last, 12/8 leather tra eyelet, 399 Wall 
heel, % counter. last, 14/8 calf Duco 
Material — Antiqued heel, 3% counter. 
tan calf. Material— Tan Calf 
—Antique Finish. 





Prof. Quiz speaking:— 

“When does a woman cease to 
seek foot comfort and foot 
beauty?’ 


Charles M. Rush: “I've sold shoes 
to girls of 16 and 86 and they all 
are the same... proud of their 
ankles and W. B. COON shoes.” 





“MANY THINK ZLfcr Loon Ahora NRE PRINCIPALLY FOR WOMEN 
WITH BAD FEET... 1 HAVE PROVEN THEY SHOULD BE WORN BY WOMEN 


WITH GOOD FEET . . . TO KEEP THEM GOOD”. 


“Yes, I started with 36 pairs of W. B. 
COON shoes and built a business thereon. 
Today, W. B. COON shoes are the backbone 
of our business and I am proud of the con- 
nection and its progress. 

“If you know White Plains, New York, and 
the type of smart society we serve, you 
know that the shoes have got to be styleful 
and comfortable—none other wanted. 

**‘Well, we don’t need to apologize for com- 
fort and we do need to appreciate the alert- 
ness to styling of the new COON 
shoes. You too, as a merchant owning and 
operating your own business, can do what 
I have done—and I hope even better."’ 


Style 6062 — Six eye- 
6062 let plug  blucher, 
with extra eyelet, 
over 399 Wall last, 
carrying 14/8 Duco 
covered heel, % 
counter. 
Material — Black 
crushed kid, black 
calf apron. 


SAYS CHARLES M. RUSH 


“In the wealthiest county in the world, and the most discriminating,” 
says Charles M. Rush, White Plains, N. Y.—“we have to compete with 
New York City and compare in quality and appearance. We do it 
too; and what’s more, we excel in service and selection. 


“We are kept on our toes because our customers know what they 
want in fashion and won't wait—so we have to keep plenty of W. B. 
COON shoes on our shelves to fit feet properly. It’s axiomatic with us 
—shoes right, but fitted wrong—they ain't worth a nickel a pair.’ 


“You can’t sell and repeat and resell unless everything is right—and 
take it from me, we don’t wait until women are fifty to sell "em. We 
get the young mothers in their twenties and hold ‘em as customers for 
walking types of shoes—through W. B. COON’S famous lasts and fitting 
proportions plus a new eye-appeal—you should see them. 


“If you think we are enthusiastic, just take a look at our customers. 
‘W. B. COON shoes to walk in and live in’—and indispensable to true 
merchants who want to sell good shoes to keep good feet good.” 











(GAC SOLE STITCHING 
MACHINE— MODEL C: 


Among the smart Spring styles for 
women, new prominence is given to 
shoes with lightweight, wheeled 


extension edges. 


The W/E Sole Stitching Machine 
— Model C affords a most economi- 
cal and satisfactory means of sole- 

attaching for this fashionable 


sole treatment. 
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A few of the many dealers through- 
out the country who have found the 
famous Red Ball helpful in creating 
attention- compelling displays and 
in putting “money in the till.’’ 





















ee a ~~ The smart fabric footwea 

Us that is a “natural” for me 

who want an extra pair « 
shoes to relax in 


~ There has been no more important trend j 
men’s wear in many years than the gen 
tendency toward larger individual wardroh 
m= of casual clothes for knockabout relaxatic 
i. and play. To most good stores this trend b 
: been a source of important extra sales and extt 
profits. Kedsman footwear fits perfectly in 
this happy picture as many retailers have di 
covered. Casually correct in style; refreshing 
varied in color; cool and comfortable; Kedsm 
should be a MUST item in any good store’s |}! 
plans for EXTRA sales and profits. 





Rubber Comp2ny 




















the United States 


and color combinat 





ions 






@ 21 distinctive new style <a o 
t the attractive prices © 
palm Beach cloth ( 


er Press fabrics 


ia seat ExclusiveinKedsman) 


@ New fabricsincluding 
@ New outsoles and smart Cid 


thick 


t 
soles but 5° light they floa 


@ Smartly 
be scrubbed clean 


with soap and water 


com 
2 


real extra sale item a 
les are sales~! 
edsman sty _ 
goer _The Cruise 
Sandpipet 





Bandit — The 
e Monk—The 






STATES RUBBER COMPANI 


1230 Sixth Avenue - Rockefeller Center - New York City 
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 - stores are cashing in on this plus 
sale and extra profit footwear line... . 


a ~FOR EXAMPLE: 
- me s Atypical good men’s store decided they could do a real 


job with Kedsman. Their initial order was 500 pairs. On April 15 they started a planned pro- 
















ir ¢ 
motion. It went over big. Re-orders were considerably more than the original order. And 
by July 4 they were sold out. No carry overs. Sweet extra profits! (For complete details of 
See i their successful Kedsman promotion be sure to ask the Kedsman salesman when he calls.) 
gen t 
ardrobh 
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ave di A WIDE RANGE OF 


“i Sole Designs 





SUEDE FINISH WASHBOARD RIPPLE RIDGE 


YBLICATIONS 


DING P 
ERTISED IN LEA 
NAT \ONALLY ADV ew small-space 


S — including * brand 2 






1) build sales- advertising 


cris newspaper 
FREE NEWSPAPER MATS — plenty f Pp 


easy to use- 





man salesmen are equippet 





material that’s 


NS —Keds 


8. 
romotions 0? Ked 


saltieean for 1942 
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‘Huber Footwear for de 


The Rubber Footwear Industry is playing an img 


(| 
i 


in the National Defense Program by supplying 


Rubber Footwear to the armed forces of our C 


¥ 

“SHORT LIGHT WEIGHT 

ANKLE-FIT BOOT 
FOR THE ARMY 
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OVERSHOES 
FOR ARMY 


a7 ve 


We are proud of our. industry 


and our ability to share in this 
important activity for defense. 


WINTER FLYING 900f 4) == : 
FOR THE NAVYON ns a Ee 


te 
QUICK REMOVAL’ WHEN 


AVIATOR GOES ay ne 
Be i H ( R | D ( 


WATERTOWN. MASS. 
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What your defense dollars buy 


The TANK is to the Army what the 

tackle is to the forward line of a foot- 
ball team. It is the “break-through.” Head-on, it crashes timber, houses, enemy 
fortifications. Once it has opened the way, the attacking force follows for the “mop- 
ping up.” 

The Nazis,.using these great steel pachyderms which they produce in vast quan- 
tities, have been able to break through every fortified line in 14 conquered countries. 

In America, the medium-sized tank is the popular size. A medium-size tank 
weighs 30 tons. To make it takes as much steel as would be used in 500 refrigera- 
tors, as much rubber as goes into 87 average automobile tires. 

The planning of a tank takes as great skill as a large-scale construction job. One 
recently converted automobile plant, faced with retooling for tank production, had to 
put 200 engineers to work in day and night shifts for one month, mapping out 
machinery requirements and plant layout. 

To match the mechanical might of aggressor nations today, America needs thou- 
sands of these tanks. They’re rolling off the assembly lines now. They cost real money. 
Every time you buy an $18.75 Defense Savings Bond or a 10¢ Defense Saving Stamp, 
you give your country money enough to buy a vital part for another new tank. 


Buy pEFENSE SAVINGS 
BONDS and STAMPS 


AT ALL BANKS, POST OFFICES, AND SAVINGS AND LOAN ASSOCIATIONS 
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WelRerby Hayser 


ANGELES 


ae Air Step Shoes are one of 

the greatest ‘repeat sales’ lines we 
have ever had in our stores. 

Due to their fine fitting qualities 
salesmen on the floor who 
constantly fit shoes are 


real Air Step boosters. ee 


W. O. McCracken, Gen. Mgr. 
Wetherby-Kayser Shoe Company 
Los Angeles 


>» 





Just a few 

of the many important 
Air Step dealers 

soseue ag aiden be 
fastest growing line of women’s 
shoes in the country today. 
Rich’s, Atlanta; 
The Fair, Chicago; 
W. A. Green, Dallas: 
Powers, Minneapolis; 
J. L. Brandeis, Omaha; 
Gimbel Brothers, Milwaukee; 
Miller & Rhoads, Richmond: 
Mabley & Carew, Cincinnati; 
The Oatlet Company, Providence; 
Palais Royal, Washington, D. C. 
If you are interested in the details please 
tet us hear from you. 
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FITZ BROS. CO. 
Auburn, Maine 
UNITED LAST CO. 
Mass. 


T. W. GARDINER CO. 
Lawrence, Mass. 


STEWART & POTTER CO. 
Brooklyn, N. Y. 


EMPIRE LAST WORKS 
Rochester, N. Y. 

KRENTLER BROS. CO. 
St. Louis, Mo. 

KRENTLER BROS. CO. 
Milwaukee, Wis. 

UNITED LAST CO. LTD. 

Montreal, P. Q. 


STYLE STUDIO 
Marbridge Bids., N. Y. 


And so must the shoe — and back of all proper 
fitting shoes are the lasts over which they 
are made. 

For years the United Last Company has exerted 
its efforts to produce and grade its lasts with 
utmost uniformity and precision. An outstand- 
ing reputation for making the best-fitting lasts 
in all sizes and widths in the history of the 
industry is our reward for these efforts. 


UNITED LAST COMPANY 


er a ee ost pa . 


140 FEDERAL STREET * BOSTON, MASSACHUSETTS 
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“SMARTEST SHOES ON THE SQUARE"—~ 
( 


Everyone admires the grace and beauty of the race horse, and 
the breeding and training that has gone into making him the 
fleet animal and smart performer that he is. 


American men are quick too, to recognize outstanding 
performance in shoes. That is why Johnsonian is get- 
ting the call today in thousands of retail stores all over 
the country. Dealers too, are proud of this Johnsonian 
acceptance. They say, “sales are easier and more satis- 
factory with Johnsonian”. Why not let Johnsonian 


Performance Value go to work for you? 





JOHNSONIANS ARE Sanitized 


JOHNSONIAN DIVISION 


ENDICOTT-JOHNSON * * NEW YORK CITY 


EERE OE AEE UT Re TE A Nabi 






gxuiBiving 


amar rz 
NATIONAL ss[sHOeE FAIR 
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657 + HOTEL STEVENS 


¢ ENDICOTT, N. Y. * ST. LOUIS, MO. 


THERE’S NOTHING LIKE 


Doctors approve Fett slippers for all climates. Thrift 
folks like their economy and their durability. Travel. 
ers go for them because they're so easy to pack. The 
“tenderfoot” enjoys their quick comfort . . . no break- 
ing-in. Tired businessmen give their feet vacations, 
night and morning, by slipping on restful, comfort- 
able Feit slippers. Mothers like them because they 
are practical, and available in a wide range of beau- 
tiful colors and styles. Children should wear them 


FOR A SLIPPER! 


because FELT allows feet to breathe, and because only 
F Ext slippers feel good on bare feet . .. warm in winter 
and cool] in summer. Merchants know that the num- 
ber of Fe.t-slipper-wearers is increasing year by year. 
FET slippers are staple and sure moving and are con- 
stantly priced right for volume sales. — slippers 
make ideal gifts for every member of the family . . . 
for use at home, at school, when traveling, or serving 
in the Army or Navy. 


American Felt 
Com 


TRADE 


MARK 


General Offices: GLENVILLE, CONN. 


Plants at Franklin, Mass., Glenville, Conn., Newburgh, N. Y., Detroit, Mich. 
Sales Offices at New York — Boston — Chicago — Philadelphia — Cleveland — Detroit — St. Louis — San Francisco 


PRODUCERS OF THE FINEST QUALITY SHOE FELTS FOR UPPERS, PLATFORMS, SOLES, INSOLES, 
HEEL PADS, TONGUE LININGS, BOX TOES, FILLERS, CUSHION INSOLES, LININGS, AND DOUBLER FELTS 
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FOLLOW THE CELASTIC LINE 
FOR PAIR PERFECTION 





Wide Range of Materials.'n the plet 
Celastic line there are 7 thicknesses of 
material, graded from the light slipper 
weight to the heavy weight used for rugged 
duty footwear. Any type of footwear using 
a semi-hard to herd box toe can be made 
with Celastic. 


Accurate Reproduction. With Celastic the 
design of the last is accurately reproduced. 
The delicate modeling of the last maker de- 
signed to produce distinctive character lines 
in the finished shoe is faithfully interpreted 
by Celastic. By being true to the last, shoes 
made with Celastic are trim on the foot. 


Clean and Comfortable. Because Celastic 
successfully resists the effects of hard usage, 
soakings, strains or sudden changes of tem- 
perature, linings, remain fused to the box 
toe, tight and wrinkle-free for the life of the 
shoe. Wearers enjoy the cleanliness of Celas- 
tic, too, for Celastic cannot stain the hose. 


No Production Delays. Seven Celastic soft- 
ening solutions, each with a different drying 
time, allow the manufacturer to choose the 
one which best suits his production schedul 
The Celastic Conditioning Machine provides 
the quickest, neatest and most efficient 
method of applying the solution. 





Flexible Tip Lines. There is strength in 
Celastic —strength which eliminates bulk — 
strength which allows a flexible tip line to 
blend smoothly into the lines of the shoe 
and flexibility that means greater comfort 
for the wearer across the tops of the toes. 


TRADE -MARK 


THE QUALITY 
BOX TOE 


A Single Structural Toe Unit. Lining Box Toe 
and Doubler are fused into a single structural 
toe unit. This rugged three ply structure re- 
sists the effects of heat and moisture, hos 
added strength, keeps toe linings from 
sagging. 


Matched Pairs. Where footwear has built- 
in toe character, strength, durability and 
comfort — chances are these shoes were toe- 
fashioned with Celastic. Because such shoes 
meet the high standards of the final factory 
inspection for trim and well-mated appecr- 
ance, they are called Matched Pairs. 


Only the Celastic box toe provides all 
these benefits. Available in convenient roll 
form for the manufacturer who cuts his own box 
toes or cut and skived to selected patterns. 


Ask your United Man. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 











To Retail At 
$5-85 to $9.85 


MOST STYLES 


SHOES FOR MEN 


A DIVISION OF GENERAL 


SHOB CORPORATION 


Due to defense priorities on certain of the 
materials used, only a limited number of 
these electric clock displays will be avail- 
able. Reserve your “Jarman Style Clock” 
now. Write today! 


GPRIL ve ret Conacet Teme Fen 
tet seamar 


‘Spottalsbes’ 


@ Never before has a shoe merchant been offered a more outstanding, 
selling window display for so little. @ Extra sales will be made by Jarman 
dealers who use this display in their windows—because it carries out to 
perfection the principle, “Merchandise well displayed is merchandise half 
sold.” @ The Jarman Style Clock is the theme of Jarman’s national adver- 
tising campaign for Spring—with full page, full color ads to appear in 
Life, Collier’s, Saturday Evening Post, Esquire and Time. Total circula- 
tion, 11,000,000! Backed with 5 complete seasonal promotions—one for 
each month from February through June, 1942! @ Write for particulars 
without delay. 


JARMAN SHOE COMPANY @ NASHVILLE, TENN. 
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DYEAR FOOTWEAR CORP. 
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DONALD M. NELSON, executive 
director of O.P.M. says: 

“So far, a number of people have 
found this a nice, comfortable war 
—a time of expanding business, of 
easy orders, of rising profits and of 
increasing prosperity. 

“That's grand, of course . . . while 
it lasts. But it isn’t going to last 
much longer. We are not going to 


TO 
TH SP oRy 











have a national joy ride. Just ahead 
of us are, I truly believe, the tough- 
est, hardest years we have been 
through since Valley Forge. 
“There just is no way on God’s 
green earth by which we can make 
all of the things we have to make 
for defense and put a normal com- 
mercial life on top of it all. We 
can’t have a war boom and a victory 
too. Unless as a nation we proceed 
to deny ourselves everything that 
we possibly can deny ourselves, Hit- 
ler is going to win the war; and if 
he wins the war you can say a long, 
long goodbye to the free competi- 
tive system, the free political system 
and the free social system we have 
always lived under because you 
won't see them again in your life- 


time.” 
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GEORGE J. MAROTT, founder 
and owner of Marott’s Shoe Store, 
Indianapolis, Ind. is an honored 
member of the shoe industry and 
one of the great shoe men of our 
times. He made a profound im- 
pression upon the people of Indian- 
apolis when he announced his 57th 
anniversary, saying: 

We are deeply grateful for the 
privilege and opportunity of living 
in a grand country where we have 
been able to realize the fruits of our 
labors free from any tyrannical dom- 
ination. It behooves every true Amer- 
ican to rally to the support of our 
national defense necessity . . . What 
better time than Armistice Day to 
resolve to do your share in buying 
United States Defense Stamps and 
bonds? We help you do it! 


—,. 








IN SUPPORT OF NATIONAL 
DEFENSE!! During our 57th An- 
niversary Celebration from Nov. 
11th up to and including Nov. 22nd, 
we will give on each $1 unit of pur- 
chase (Partial $1 Units Not Includ- 
ed—See Table at Bottom of Page). 
TEN PER CENT OF THE TOTAL 

PURCHASE 
in 
UNITED STATES SAVINGS 
STAMPS 


This means you can secure a pair of 
shoes for any member of your fam- 
ily, or all of them, and you will be 
given 10% of your purchase on $1 
units in Defense Stamps upon your 
payment of your purchase. This, of- 
fer during our anniversary celeb 

tion period is our way of helping you 
help our NATIONAL DEFENSE! 





Basis for Allowing 10% in 
Defense Stamps 


Purchase Stamps Given 
$1 1-10c. stamp 
$2 2-10c. stamps 
$3 3-10c. stamps 
$4 4-10c. stamps 
$5 5-10c. stamps 


The ad showed his picture, his 
signature, the Statue of Liberty and 
the seven floor building at 18 East 
Washington Street, bearing the in- 
scription: “YOUR HOME-OWNED 
FAMILY SHOE STORE—‘BUY 
SHOES AT A SHOE STORE.’” 
This is the first advertisement that 
we have seen where U. S. Savings 
Stamps have been tied up to the 
purchase of footwear and it is a for- 
mula well worth trying for anni- 
versaries or for clearances or for 
straight, good business in weeks to 


come, 























DALE HUTTO, shoe buyer for 
Judd’s, Bakersfield, Calif., writes 
us: 

The public cannot be fooled and 
anyone who attempts to found, build 
o1 operate a business on the prin- 
ciple of deceit will find himself with 
a handful of discards when the 
trumps are being played. 

“Oh it’s true that you can fool an 
individual once or twice on size or 
value and make a few extra cents or 
dollars temporarily. It’s true too 
that there are certain kinds of busi- 
ness where it might be found profit- 
able to stint on quality or quantity. 
But, if you want to stay in one place 
and establish your business and see 
it grow larger and larger, year after 
year, by increasing your, list of 
satisfied customers (which is the 
only way it can be done) then, 
brother, there is just one way. 

“You may say that the public 
generally is not able to determine 
the value of an article of merchan- 
dise—so why not mark it up. good 
and long? Why not say that an 
item was supposed to sell at a high- 
er price but that it’s just your hu- 
manitarian desire to do something 








for people that fixes the price that 
low? Well, here’s why: Building 
good will is a long steady hard pull 
and along this road you must work 
just as hard to hold on to gains as 
you must to make new gains. Your 
reputation as a fair merchant, in 
fact, your very future rests squarely 
upon what is said about you by the 
people who are, have been or will 
be your customers. If you are in 
the women’s end of it, wearing ap- 
parel is the subject of a large chunk 
of their conversation and they are 
more prone to pass along a story of 
injustice than any other kind. 
Therefore, the long, lusty squawk 
of a few who find out that they paid 
‘a dollar too much in your store will 
cost you tenfold more than the extra 
two or three per cent markup made, 
and tear down more good will in a 
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BASIC PRINCIPLES OF PROSPERITY 





—Money is merely a medium of ex- 
change which has no value unless 
it is in action. 

—The purpose of money is to stimu- 
late the exchange of goods and 
services for human needs. 

—Man must work to live, and 
money in motion is a prime es- 
sential to full employment. 

—Low wages, cheap merchandise 
and idle men mean hard times. 

—Decent wages, honest merchan- 
dise and busy men mean good 
times. 

—Both men and money in action 
mean Profit. 


a 


President 





flash than you can build in a long, 
long time. 

“Furthermore (and this is what 
I started to say), human beings 
have another sense in addition to 
the five recognized senses. Call it 
a sixth sense or whatever you like— 
it has more control over the activity 
of an individual than all the other 
five put together. If the merchant 
indulges in extreme mark-up or 
false, tricky advertising, the char- 
acter, yes the very atmosphere of his 
store, is charged with a something 
from which people shy (without 
knowing why). It’s a feeling or 
sense which has its inception at the 
same unidentified source as the omi- 
nous feeling we get in the presence 
of unseen and unheard danger. 

“The opposite, however, is just 
as quickly effective and beneficial 
to the merchant who is alert enough 
to know that only by giving can he 
receive. Only by honest straight- 
forward truth in advertising can he 
expect a wary public to believe what 
that advertising says because their 
skepticism lasts until the truth of it 
is proven. It’s a question of atti- 
tude born of a genuine desire to 
make his customer's end of the deal 


profitable and satisfactory—and the 
public will react to it more readily 


than to what they see, feel or hear.” 
* *” 7 


THOMAS GROUNDWATER was 
the hit of the Diamond Jubilee cock- 
tail party of the Coward Shoe Com- 
pany at the Empire State Club, New 
York on Tuesday, November 18th. 
There were notables present, includ- 
ing Former Governor Alfred E. 
Smith, manufacturers, neighbors 
and executives—but the accolade to 
Mr. Groundwater. He is completing 
52 years of service as one of the 
most valued employees of the Cow- 
ard Shoe Company. After learning 
his trade in Scotland, Mr. Ground- 
water emigrated to the United States 
in 1889 and promptly found em- 
ployment with the Coward Shoe 
Company. 

Generations of customers have 
come and gone since the Coward 
Shoe Company was founded in 1866 
by James S. Coward, a Quaker. 
Coward was a pioneer in comfort 
footwear and one of the first to in- 
sist upon a range of lasts, comple- 
tion of sizes and widths and a policy 
that none could be sold unless prop- 
erly fitted. Many a man was fired 
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for misfitting. It was his obsession. 

The real lift to the Coward party 
wasn’t in the cocktail but in the con- 
versation with Mr. Groundwater— 
for fifty-two years is a long slice of 
life in service to one store. Time 
has been kind to this old shoemaker 
and it would have done you good 
to hear him chuckle when he told 
of the day when one cashier, alone, 
had taken in $65,000, and the 
money was coming in so fast that it 
filled a waste basket. “Them were 
the days,” said Mr. Groundwater, 
“when policemen were stationed to 
keep customers in line.” He said 
they may never come again but he 
would like to see them because it is 
a thrill-long remembered. 

He has high hopes of being pres- 
ent at the century celebration of the 
Coward Shoe Company. 
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SYLVIA DOREE started cutting 
out crepe paper in the form of pat- 
terns to use over pull overs and 
believe it or not, she built a design- 
ing business thereon. She learned 
how to stiffen the paper and make 
it hug the last and her pull-overs 
replace sketches as a means of pre- 
senting designs. 

Born in New York of French 
and Turkish ancestry, this talented 
young woman is a living contradic- 
tion of the theory that the artistic 
mind is not’ a practical mind. 
Starting as a free lance designer, 
she worked regularly with several 
of the top ranking New York and 
Brooklyn shoe manufacturers. On 
her return from a European so- 
journ, Miss Doree went into the 
business—complete. 

Following her motto of doing 
what she liked in the way she liked, 
Miss Doree turned from shoes to 
jewelry, when she found that she 
couldn’t interest the manufacturers 
(several years ago) in the use of 
nailheads on shoes. For several 
years her bedroom slipper with 
stretchable sole has been a hot 
number. 

Other house slippers include a 
reversible plush after-ski bootie and 
quilted and printed satin slippers 
matched to bedjackets. She has also 
created a mitt with slide fastened 
pocket. 

Women at work find real oppor- 
tunity in this amazingly diversi- 
fied industry of shoes. 


oy @ 

FRANK SIMPSON, Omaha, Ne- 
braska, ace military mule man of 
the world, probably, is sending a 
span of “kicks” to Europe by par- 
cel post. They are not mules but 
shoes. A certain British officer who 
was in Omaha some time ago, buy- 
ing mules for his government, is 
now a prisoner in Germany and he 
writes to Simpson asking that he 
wangle for him a pair of shoes. 

After unwinding red tape for 
several days, Mr. Simpson has 
mailed the shoes and concluded 
that a shipload of mules would be 
simpler. He is not going to be sat- 
isfied with one try, but will send 
other pairs by every means he can 
discover, hoping that at least one 
span will get through to his friend. 
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BELLS on a lady’s toes may be all 
right for poetry, but when it comes 
to downright practical novelty, furs 
on the toes are far more worthy of 
the style innovation emphasis. 
Lucky owner of the fur-trimmed 
toes is Paulette Goddard, whose 
green suede shoes, a part of her cus- 
tume in Paramount's “The Girl Has 
Plans,” had mink tails fastened to 


ef 


the toe-buckles. It all resulted from 
the costume designed for Paulette 
by Edith Head, consisting of an 
“envy green” wool dress and hat 
trimmed in mink tails. And that’s 
why beaver pompons, ermine straps 
and other furry gadgets may become 
the next style rage in footwear. 





A POSTURE-CONSCIOUS shoe 
man writes: 


“The other day I followed a 
school girl up a hill—she to high 
school and I on my way home for 
lunch. I had time to notice how 
very refreshing and healthy she 
looked till I saw how she was throw- 
ing her feet way out instead of a 
good, strong, straight ahead stride. 
Don't you think it’s almost time to 
start a campaign to get schools to 
spend more time in instructing walk, 
carriage and correct posture?” 

o 7. * 
“IMMUTABLE TO WAR’S 
ALARM” [ 
(W orld-Telegram—N. Y.) 
“Thank God! dictators cannot dominate 

The evening star, the thrush we love 

to hear 

Or cause one crimson rose to blanch 

in fear 
Or make the morning half a second 
late.” 


—John Richard Moreland. 
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“You say they're comfortable—I'm sorry but you've got your feet in the box.” 
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THE first 10 months of 1941 saw shoe production rise 
to 415,000,000 pairs. And, according to the Department 
of Commerce, if the past three-month rate of production 
is continued in November and December, shoe produc- 
tion for this year is expected to exceed 490,000,000 
pairs. This output is greater than any previous year’s 
with the exception of 1939. 


SUFFICIENT hide supplies for several months to come 
are assured. Record production, says Commerce, to- 
gether with substantial importations, are the reasons. 


RECENT appointees to the OPM Division of Purchases 
to the staff of Research Consultant M. L. McElroy were 
Edward L. Drew and Arthur W. Jones. Mr. Drew was 
formerly statistician for the Tanners’ Council of 
America. His new job is Chief of Research, Hides, 
Skins and Leather. Mr. Jones, formerly economist for 
the National Boot & Shoe Manufacturers Association, 
is now Chief of Research, Shoes and Leather Products. 


LIKE his predecessor, Ever-Normal Granary Wallace, 
Secretary Claude Wickard, the New Deal’s gift to agri- 
culture, is an expansive—and expensive—planner. Also 
a dreamer and an idealist. 

“No more depressions,” says Mr. Wickard. “We got 
a plan.” He was speaking to a nation-wide organiza- 
tion of farmers on Nov. 18. 


° 7 * 


MR. WICKARD agreed that this is the best of all pos- 
sible worlds, in effect, when he told farmers: “We be- 
lieve the country need never go through a major depres- 
sion again. We believe it is possible to maintain a na- 
tional income greater than ever before in the history 
of the Nation.” 


SECRETARY WICKARD’S plan for achieving an eco- 
nomic Utopia is not entirely original. It contemplates 
the usual public works, rural rehabilitation, electrifica- 
tion and studies of industrial decentralization, distribu- 
tion of farm products through the food-stamp plan, etc. 


- * . 


AT the same time an indication was given that the 
“emergency” is not going to terminate. Blueprints were 
said to be on file to place industry under controls and 
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UNCLE SAM'S SHOE SHOP 
_ Picture on opposite page— 
Story on page 51 
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guarantees similar to Agriculture’s AAA, with the gov- 
ernment guaranteeing output and employment. 


. am * 


PRODUCTION quotas would be allotted. The govern- 
ment would promise to buy all goods the manufac- 
turers could not market. 


AN alternate plan concerning public works is called 
“selective spending” calculated to channel money into 
urban redevelopment, to integrate and modernize rail- 
ways, highways, and airways, navigation, etc. Believe it 
or not, this part of the program contemplates the ex- 
penture of $25,000,000,000. 

[TURN TO PAGE 36, PLEASE] 
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WHAT'S 
In the WIND 
For OXFORDS? 


YOU know these days that you don’t have to persuade 
the alert, style-minded woman that low heels, broad lasts 
and other comfort-giving style features are a correct 
choice from every angle for her working hours. And 
women are working more than ever these days. It is 
not just talk that the defense program is making work- 
ing women of many a previously idle woman. As a re- 
sult, a new classification of shoe types is emerging and 
that is the shoe for workers in defense industries and 
defense and war relief committee women, as well as 
career women. In this group, slipons may well be the 
best selling numbers at present, but for many women 
the lacing adjustment of oxfords makes for better sup- 
port and fit through the instep. 





Aside from the purely practical reason, there are 
style reasons why oxfords should sell well this year. 
One time, not so long ago, there were three types of 


Suits of all kinds will be stronger than ever this oxfords that, always sold well . . . feature oxfords, sports 
Spring. This classic herringbone tweed suggests the 
more tailored suit which almost demands an oxford 

shoe to accompany it. 


Below: Casual and soft looking 
is this square toe, three-eyelet 
oxford with unusual decorative 
stitching. From Brauer Bros. 


Above, left to right: Soft, comfort- 

able upper, flexible welt sole, sensible 

heel, with smart touches in grooved heel and 

crimped vamp, this shoe is called the “Service Shoe” 

and should meet the need of many defense workers. 

From = Cross. The kind of oxford every woman 

likes, with flattering walled last and in 

antiqued alligator grain calf or smooth calf. A Rhythm 
Step from Johnson, Stephens & Shinkle. 
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and strictly walking oxfords and dressy, opened-up 
oxfords which appealed to a certain kind of style-minded 
customer. These are perennials and will go right on 
selling. But the new oxfords, typical of the mood and 
styling of 1942, are something different. Basically the 
same as the classic walking oxford of many seasons, 
they look different and are different. New lasts, new 
heels, new uses of materials and polishes, new trimming 
details . . . these are giving new dash and interest to 
oxfords this year. 


First fashion reason for a strong oxford season is this 
fresh, smart styling. Second reason is the importance of 
suits for the coming Spring. Fashion forecasts point to 
a bigger suit season than any in recent years. And that 
means plenty of suits for Spring. Some of these suits 
will be dressy, but for the more tailored types and for the 
official uniforms of different defense organizations, 
oxfords, such as we show here, are ideal companions. 

For a practical, smart shoe, keyed to the times, we 
give you the oxford. 


Two Good Reasons for an Increasing Demand for Oxfords this Year. First, 
the Practical Reason That Oxfords Are Very Comfortable and Women Are 
Looking for Daylong Comfort in Shoes. Second, the Style Reason That This 
Year's Crop of Oxfords Is As Smart As Anything We Hope To See in Any 
Type of Shoe. Both Good Selling Arguments to Speed December Business 


Right: Top, popular moccasin, type vamp in 
low heel, platform sole casual oxford, smart, 
practical and sturdy for many less formal 
Spring costumes. From Reinhart & Ben- 
jamin. Below, the kiltie tongue oxford .. . 
some with new detailings for the new sea- 
son ... goes on forever for youthful swagger 
clothes. Remove the tongue and you have 
a mannish brogue. Julian & Kokenge. 


Above, left to right: A 

1942 interpretation of the classic 

ghillie. Note perforations and mascu- 

line detailing. From Marshall, Meadows & 

Stewart. The seamless, U-throat oxford shown here 

is lighter and more feminine looking than the usual run 

of this type. It combines simplicity, yy and com- 
fort to an unusual degree. From J. P. Smith. 
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Below: The alligator grain calf 
and the straight stitched tip 
give this shoe a certain rugged- 
ness of look, but it is really 
extremely light, flexible and 
dainty. A Styl-Eez from Selby. 
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Copy and Layout Suggestions for Use in Newspaper 
Advertising of Shoe Stores between Now and Christmas 


Second Article in a Recorder Series 


IN Boor anp SHoe Recorver, of October 11th, we 
suggested the idea of trying to capture in holiday deco- 
rations and displays for shoe stores something of the 
sincerity and sentiment associated with the old-fashioned 
Yuletide—to endeavor, in the midst of strife and tur- 
moil, to give visible expression to the renewed love and 
appreciation of home and friendship that has grown 
in the minds and hearts of America throughout the 
months that have brought the war closer and closer to 
our consciousness. In our advertising, too, the senti- 
mental angle should be prominent—in keeping with the 
mood of the season—happy but not hilarious—thought- 
ful and considerate—as we strive to give expression to 
our feelings of kindness and generosity, gestures of 
friendliness and the deep regard we feel for our friends, 
families and associates. 

Perhaps this “theme” of our holiday advertising is 
best revealed in the copy suggestions that follow—to 
which we shall, of course, add illustrations, descriptions 
and prices of various gift items— 


We Call It the Christmas Spirit 


We can’t describe it or analyze it—we just FEEL 
it—this joyous, satisfying spirit of giving. Yet it’s in 
the air, and it spreads like gossip (only faster). No- 
where is there more of it than right here at Store Name, 
where you'll find the entire store pervaded with friend- 
liness and a desire to be of helpful service. For the 
Christmas Spirit includes not only YOUR desire to 
please people through gifts that express your deep re- 
gard, but also OUR desire to see that your desire is 
completely fulfilled. We’re sure you'll like it. 


* o * 


Are You a Sentimental Santa?* 


Are you one of those consideraté persons who take 
their gifting seriously—who avoid “grab bag” gifting 
as they would the plague—who do everything possible 
to be sure each gift will deserve a truly truthful “Just 
what I wanted.” If you are, come to Store Name where 
you'll meet folks that feel the same as you do about gift- 
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ing—where you can make leisurely selections from 
grand assortments of really likeable gifts. 


*One who believés that the true spirit of Christmas 
finds expression in deep consideration for others. 


* * * 


Slippers—The Always Welcome Gift 


Christmas isn’t just a date on the calendar. Christmas 
is a season of sentiment—when we try to say by means 
of gifts, all the things we have left unsaid in the hustle 
and bustle of daily life. And how much more appre- 
ciation we have for our friends and families and homes 
as this Christmas approaches! How glad we are that 
we can enjoy the things that Christmas stands for in 
comfort and security. ; 

Here at Store Name you'll find gifts for your family 
and your friends that express thoughtfulness and good 
judgment—what more friendly practical gift, for in- 
stance, than a pair of slippers that spell comfort through 
the long Winter evenings just ahead? 


7 . * 


Santa Says Men Prefer Practical Gifts 


Christmas isn’t just a list—it’s folks—folks you want 
to remember—here, there and everywhere. It’s men of 
the family, the one particular young man, friends at 
the office, the cop on the corner, the grocery boy. Folks 
to whom you desire to present some tangible expression 
of your friendship and regard. For such gifts we invite 
you to come to Store Name and select from a great 
collection of practical gifts sure to please the men you 
want to please. 


+ . . 


Christmas Is More Than a Season 
Christmas is more than a holiday. Its celebration is 
a symbol—a symbol of security. Out of our sympathy 
for the millions who do not have that security, has 
come a fuller appreciation of our own homes, our 
families, our friends. Come, too, is a more-than-usual 
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Christmas-time urge to show our friendship and appre- 
ciation in a substantial manner, through the giving of 
gifts we believe will give more-than-usual pleasure. Such 
gifts will be found in abundance here at Store Name’s. 


Do You Have Santa Clausia? 


Do you, as Christmas approaches, feel a growing 
desire to give gifts to an ever-lengthening list of rela- 
tives and friends and neighbors, not to mention the 
butcher, the baker, the candlestick maker, until the old 
pocketbook is almost worn through the bottom with 
your scraping for more and more where-with-all? Do 
you—or would you like to—know that the strain can 
be pleasantly relieved? Then stop in right soon—bring 
your list with you—and discover how easy it is to get 
a lot for a little, yet still give gifts that are tops in 
likeableness. 


Here Are Gifts to Please the Ladies 


Here, in the midst of gifts that will set feminine hearts 
aflutter, yet give plenty of purchasing power to your 
gift dollars, you can select gifts under the guidance of 


salespeople who ask only that you give a thumb-nail 
description of the women you wish to please. 


. * 7 


Old Friends, Will You Write Us a Letter? 


We've urged having a “good old-fashioned Christmas” 
recapturing something of the pleasure and happiness 
many of us found in the weeks of planning and prepa- 
ration and, finally, the celebration of the great day itself. 

Perhaps you remember those days. Perhaps you can 
tell us about them in a letter. Today when dictators 
and bombs have shattered homes and separated friends 
and families in so many lands, we in America appre- 
ciate all these things more than ever. And we feel that 
somehow a recalling of some of the “old-fashioned” 
Christmas happenings and happiness will add to our 
Christmas in 1941. Help us to help everyone to make 
this a Christmas we shall all long remember! 


The advertisements can be set up in fairly uniform 
size and merchandised so that, together, they cover the 
gift stock rather completely. Then we shall assemble 

[TURN TO PAGE 36, PLEASE] 


PRACTICAL IDEAS FOR A CAMPAIGN OF ADVER- 
TISING FOR THE HOLIDAY SEASON, EMPHASIZING 


THE THEME OF AN OLD-FASHIONED CHRISTMAS 
AND SUGGESTING FOOTWEAR ITEMS AS USEFUL, 
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PRACTICAL GIFTS IN TUNE WITH THE SPIRIT OF 


THE TIMES. 
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JOHN T. BARTLETT 


LET’s cover this subject with a 
series of snapshots. 

Joe Frost, in a B. & O. Pullman 
headed west from Washington, 
slumped down in his seat, exhausted. 
A Midwest shoe manufacturer, Joe is 
returning from his fourth visit to 
Washington in three months—bat- 
tling red tape and officials, presenting 
evidence at hearings, in valiant ef- 
fort to get allocations of critical 
items. In some of his work he was 
successful. Joe will go to Washing- 
ton again—many times—if it’s nec- 
essary! 

Manufacturers, wholesale houses, asso- 
ciation representatives, the trade press, are 
working valiantly to see that, in the oper- 
ation of priorities and allocations, the re- 
tail shoe trade is adequately cared for. 
Help with your moral support; with prompt 
and careful handling of blanks sent you 
for filling; with a cooperative and good- 
natured attitude toward short shipments, 
delayed deliveries. 

John Tillotson, arranging a line of 
credit at the First National Bank. “I 
figure it this way,” the shoe merchant 
says to the cashier. “If I can clear 
up my past’accounts, and promise to 
discount—and keep that policy up— 
I won’t have so much difficulty get- 
ting goods to sell.” 

He’s right! The discount-takers usually 
get human—and merited—first considera- 
tion, when the supplier doesn’t have 


enough stock to take care of his entire 
trade. 


Jay Gregg, Paul Torrey, and Sime 
Jenkens, three shoe men of Vine 
County, holding a “pool” luncheon 
(as they call it) at the. Hotel Coffee 
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Shop. They have undertaken to share 
stock with one another, to the end 
that short shipments and delivery de- 
lays produce minimum inconvenience 


for all. 


Even no more than two shoe stores work- 
ing together in this way can solve a lot 
of vexing stock problems. 

Caldwell Eakins, wholesale sales- 
man, remarks to a shoe merchant, 
“We'll have to leave the price open 
on this order; the market is so flighty 
there’s no telling what the house’ll 
have to pay, and have to charge you.” 

Open-price buying is a mighty bad prac- 
tice. Some sellers are sure to take advan- 
tage of it. Don’t get us wrong—some such 
selling is necessary under present condi- 
tions. But good buyers strive to order the 
very minimum at indefinite prices. 

Jessie Smith, salesman at Green’s 
Shoe Store, tells Mrs. Swisher, old 
customer, who has asked for a cer- 
tain favorite brand of hosiery, 
“There’s a defense shortage in it. . . 
Sorry, Mrs. Swisher . . . We hope for 
more supplies in a month or six 
weeks . . . Have you ever tried Plym- 
outh Brand? . . . it costs no more, 
and serves the same purpose . . . 
Mrs. Adams, your neighbor, has 
used it for years.” 

Many shortages can be dealt with by 
persuasively offering—and selling—alterna- 
tive items. 

John Doe, fiftyish, with a record 
which won’t bear investigation, draw- 
ing a shoe man to a quiet corner of 
his store. Doe is a bootlegger’s sales- 
man. He makes an offer of a certain 
item, perhaps, that the shoe man 
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needs very much. “Be smart!” he 
urges. 

Well, the smart thing is to fight boot- 
legging—in England, they call it the black 
market—from the first whisper. There may 
be plenty of buys in civilian allocation; if 
there are, we'll get them out. We won't 
stand for bootlegging! 

Nellie Snyder, small-town gossip, 
whispering to a neighbor over a gar- 
den fence, “Have you noticed? Jack 
Weems, the shoe man, goes to town 
twice a month now. Looks funny to 
me. I’ve heard it’s a woman!” 

Jack Weems is a shoe merchant, 
who, already, has worked out one im- 
portant policy before the problem of 
merchandise shortages and slow de- 
liveries. “Town” in this case is 58 
miles away. On his frequent trips, 
Weems not only visits the wholesale 
houses; he goes on a shopping tour 
of the leading shoe stores. He visits 
the department stores. 

Weems stalks new items, and un- 
familiar brands. He consults the buy- 
ers. Who handles this? Where did 
you get that? 

Weems’ philosophy is this: “I 
don’t know what may happen to me 
before this emergency is over, but 
one thing is sure—I’m not going to 
run out of merchandise if I can help 
it! And I’ve come to the conclusion 
that buying in the regular way, re- 
lying on the traveling men who call 
on me—I don’t see so many as I 
used to—and on my catalogs, isn’t 
enough.” 

[TURN TO PAGE 40, PLEASE] 
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Left: Newly remodeled front of Stenche- 
ver’s, Paterson, N. J. Below: View of 
the street floor, i i 
Street. The women’s 
partment is located on this floor, 

as bag and hosiery 


MAX BODNER, president of the 
Stenchever Shoe Stores in Paterson, 
Passaic, and Hackensack, has an- 
nounced completion of all work in- 
volved in remodeling the organiza- 
tion’s Paterson store. Its doors are 
now formally open to the general pub- 
lic. “Defense priorities,” Mr. Bodner 
stated, “necessarily held up construc- 
tion and, while our formal opening 
took place considerably later than 
planned, the job was well worth wait- 
ing for.” 

All three Stenchever stores cele- 
brated this event in a most unique 
manner. “While we felt that our no- 
price-rise policy had kept our prices at 
least 15 per cent below present market 

[TURN TO PAGE 40, PLEASE] 


THREE DAY CELEBRATION 
Marks Paterson Store Opening 


Completely Remodeled and Modernized Throughout, Stenchever's in 


Paterson, N. J., is a Striking Example of Architectural Redesigning 








Bombshell From Barueh 


HERE'S THE LETTER THAT STARTS 
THE FIREWORKS ... AND HOW!! 


NEWSPAPERS and radio through the 
land publicized the letter sent to Rep- 
resentative Albert Gore (D., Tenn.) of 
the House Banking Committee, in 
which Bernard M. Baruch reiterates 
his support of Mr. Gore’s plan for an 
all-over ceiling on wages, rents, prices 
and profits. Mr. read Mr. 


Baruch’s letter to the Rules Committee. 


Gore 


To be fair to Mr. Baruch we reprint 
the entire letter rather than make com- 
ment on the four final paragraphs, 
which indicate how the Baruch Plan 
of Industrial Mobilization might work 
in shoes. Just to indicate how power- 
ful Mr. Baruch is in the Halls of Con- 
gress, read Representative Gore’s tele- 
gram—which elicited this letter from 


Mr. Baruch: 


WASHINGTON, D. C. 

NOVEMBER 17, 1941 
HONORABLE BERNARD BARUCH 
FULLER BUILDING 
57TH STREET & MADISON AVENUE 
NEW YORK CITY, N. Y. 
IN A PUBLIC HEARING BEFORE THE 
HOUSE RULES COMMITTEE TODAY 
CONGRESSMAN STEAGALL, CHAIR- 
MAN OF THE HOUSE BANKING COM. 
MITTEE, MADE THE STATEMENT 
THAT HE HAD RELIABLE INFORMA- 
TION THAT YOU WOULD NOT SUP- 
PORT THE BILL WHICH I AM PRO. 
POSING AS A SUBSTITUTE FOR THE 
PRICE CONTROL BILL REPORTED 
BY THE HOUSE BANKING COMMIT. 
TEE. I KNOW THAT MR. STEAGALL 
MUST BE MISINFORMED BUT I 
WANTED TO CONVEY THIS INFOR.- 
MATION TO YOU IN ORDER THAT 
YOU MIGHT REMOVE THIS DOUBT 
WHICH HAS BEEN IMPLANTED IN 
THE MINDS OF THE MEMBERS OF 
THE HOUSE RULES COMMITTEE, IF 
YOU SO DESIRE. 


ALBERT GORE 
MC 





The concluding paragraphs of Baruch's 
letter, specifically mentioning shoes 
“Apropos of creating and maintaining an 

adequate supply of one of the commodities 

required by all the people, at low cost, think 
this over: 


Let the proper board [in this case prob-" 


ably the office of Civilian Supply), select a 
typical product—shoes, for example. The ef- 
fort would be to produce standardized, ser- 
viceable, good-looking shoes at prices lower 
than prevail now. During the World War this 
system was arranged. These shoes could be 
classed as A, B, C, and D with the notation 
of the class and price stamped on them. 
After a certain date no shoe, other than 
these, should be sold. Being made in mass 
production, with limited styles and colors, the 
cost would be low. The present supply of 
shoes can be sold for another six months. 
After that only the standardized shoes made 
on government specifications would be sold. 
This step should be taken now in order to 
break the continuity of rising prices for the 
bare necessities. 

The same thing would be done with men's 
and women's clothing. And with housing. 

Let's get action. Delay is dangerous. Our 
enemies press forward, and we bicker. Let all 
questions be resolved by one test: Does it 
advance and strengthen the National De- 
fense?" 

BERNARD M. BARUCH. 





Bernard M. Baruch, World War No. | 
Chairman of War Industries Board and 
now a private citizen, replied: 


Hon. Albert Gore 
House of Representatives 
Washington, D. C. 
Nov. 18, 1941 
My dear Mr: Gore: 


Your telegram of November 17th 
puzzles me. I cannot understand how 
any one can think I do not favor your 
Price Control Bill. In an article soon 
to appear in The Rotarian, I support 
it strongly over the House Bill. The 
only objection I have to your bill is 
that it does not go far enough. Chair- 
man Steagall certainly has been mis- 
informed. 

Let me make these points: 

Mounting prices for the necessities 
of life make action by your committee 
imperative. Price rises affect in greater 
degree those of low incomes than those 
in the higher brackets. More of the 
little fellows’ income has to be used for 


barest necessities. That class has little 
for comforts and none for luxuries. 

Unless action is taken immediately, 
Congress will have to institute pro- 
ceedings to raise the scale of payments 
to all government employees and vet- 
erans. Simultaneously, there would 
have to be an increase in the pay of 
teachers, policemen, firemen and all 
state, city and county employees, at 
least to the extent of the increased cost 
of housing, clothing and food. All 
workers will have to be paid more 
money unless a halt is immediately 
made in the increasing cost of living— 
a halt already too long delayed. 

It is a great responsibility that rests 
upon your Committee. But price con- 
trol is only one part of inflation con- 
trol. It must be accqmpanied by 
taxation, profit and money control and 
an over-all industrial mobilization 
which endeavors to increase produc- 
tivity; find substitutes; allocate short 
supplies; utilize small business and 
standardize and simplify production. 

I repeat—for it cannot be said too 
often—that I do not see how control 
of prices can be effective without tak- 
ing into consideration wage levels and 
agricultural schedules. I do not advo- 
cate a fixed ceiling on wages that shall 
be immovable. We face a condition ~ 
and not a theory. We must be real- 
istic, not political. Wages form the 
biggest component of all price struc- 
tures. To attempt to fix levels without 
thorough consideration of this element 
would be as abortive as to try to cure 
a sick man of all his ailments except 
the one that is most dangerous—the 
one that is likely to be fatal to him. A 
ceiling over wages can be adjustable 
so as to give consideration to increases 
in the cost of living. In that way the 
real wage would be in the forefront of 
all consideration. 

But wages do not form the only 
choke points. The agricultural price is 

[TURN TO PAGE 51, PLEASE] 
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The Editor’s 


Outlook 








MY DEAR SIR: 

Your letter to Congressman Gore in answer to his 
telegram, and the wide publicity given to the quotation 
on shoes should be answered by the publication that is 
in the position of having some degree of experience and 
authority within the industry that has been so singled 
out as an example. 

We can appreciate the fact that the United States is 
swiftly stepping out of “our traditional system of free 
individual enterprise and deeper into a system of gov- 
ernment planning.” 

We can appreciate that your experience as Chairman 
of the War Industries Board during World War No. 1 
has given you an international standing on the subject 
of industrial mobilization; but we also know that men 
are prone to pick up the theories that they expounded 
23 years ago and try to make them a pattern for to- 
day’s use. 

We sense by the wording of Congressman Gore’s tele- 
gram that you exert an influence on Congress greater 
than that of any other private citizen. Certainly your 
experience and the fact that Germany borrowed from 
your plan of freezing all prices, wages, rents and inter- 
est rates and put it into effect on the date of Oct. 18, 


1936 (Statement by Dr. Julius Hirsch, former Head of 
German Price Control Board) and that Canada adopted 


price and wage ceilings termed by Leon Henderson “a 
drastic experiment” indicates that you wield a power 
in invisible economic government so great that the last 
four paragraphs of your letter warrant immediate 
answer by us. 

We were present at the conferences you held in 1918 
with the representatives of the shoe and leather industry 
which culminated in a “Schedule of Regulations issued 
on Sept. 30, 1918—to be applicable until June 1, 1919.” 

In your book “AMERICAN INDUSTRY IN THE 
WAR?” (p. 270) you explained the plan as follows: 
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“A schedule of regulations issued on September 30, 1918, to 
be applicable until June 1, 1919. Colors of shoes were limited 
to black, white, and one shade of tan. Heights were limited. 
The introduction of new lasts was stopped. The production of 
certain styles requiring an extravagant use of leather was for- 
bidden. Manufacturers were required to reduce the variety of 
their product by about two-thirds. 

“All shoes were reduced to four classes which the trade 
agreed to sell at retail as follows: Class A, $9 to $12 for high 
shoes, $9 to $11 for low shoes; Class B, $6 to $8.95; Class C, 
$3 to $5.95; Class D, any price below $3. Each shoe was to 
be stamped with a number and a key to the numbers was to 
be provided so that the purchaser would be able to determine 
by whom the shoe was made and in which class it belonged. 
This last regulation represented a compromise on the question 
of printing the wholesale price on the sole. 


“A system of pledges was required of manufacturers, jobbers 
and retailers. Retailers were required to exhibit a card ex- 
plaining the scheme in a conspicuous place in their stores.” 


So much for background. 


NOW let the Shoe speak, for if the tongue of the shoe 
could talk, it would say: If you could standardize 
men’s, women’s and children’s feet then the plan of 
1918, warmed over into the plan of 1942, would succeed 
but as long as feet are born as different as fingerprints 
and develop all the variations of size and weight, you'll 
never, never achieve complete mass production in shoes. 
In all probability there are ten million people, in health 
and in sickness, with foot trouble of one sort or another, 
that need special features correcting malformations and 
making necessary a wide diversity of footwear needed 
by the American people. So much for that—shoes are 

not mass production—spewed out automatically. 
Reduction of styling may come but government speci- 
fication—NO. In our experience, styling follows eco- 
nomics as much as it does fashion. We utilize every 
material imaginable in footwear because we must. Any 
rigid system of specifications—government or other- 
wise—would make such a demand for the prescribed 
[TURN TO NEXT PAGE, PLEASE] 
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ingredients that the economic consequences would be 
disastrous. Know that this is a very ingenious, adaptable 
industry. It keeps the balances between leather and 
alternates in such fine equilibrium that the price struc- 
ture is not disturbed except for the restrictions and 
priorities of today—that make even more ingenious the 
art of continuous shoemaking. There is more than 
leather in shoes. 


JUST a word on the subject of morale. In England, 
on the Continent, in Canada (and we have reason to 
believe even in Germany) no proposal HAS WORKED 
that limits diversity of footwear. Maybe the answer is 
in that normal characteristic of footwear—the universal 
garb of men, women and children—has within it the 
essence of some lift to the spirit; some satisfactions and 
comforts of individuality—for the shoe becomes a part 
of the person as no other article of wearing apparel does. 


If there is also a morale factor, you might look at the 
U. S. Army’s new dress oxford—a million and a half 
pairs of which are m the works. There was no particu- 
lar need for the oxford. The military boot would have 
served the purpose and been more economical. In your 
own words: “The morale of our home front is as im- 
portant—perhaps even more so—than the morale of our 
fighting forces.” By the same token, a diversity of shoes 
becomes a morale factor of dress—believe it or not. 


The shoe trade in no sense has brought pressure upon 
Congress or anybody else for any special privilege be- 
cause of the nature of its product. If government plan- 
ning is a necessary part in the rearmament program, 
the shoe industry will stand shoulder to shoulder with 
other industries doing their part. We are for any co- 
operative effort to avert inflation but not for separate 
experimentation upon the shoe industry. What we 
object to is being singled out as a “guinea pig.” 


WE say it now as we did on Sept. 28, 1918: “The 
human interest in shoe prices is universal but we still 
contend that no nation on the face of the globe gives 
to its people footwear as cheap, in price in comparison 
with the daily wage, as does the United States.” 

If a general law is passed, establishing an over-all 
ceiling on wages, rents, prices and profits we can do no 
other than obey the law of the land. What we take 
exception to is the “swinging fist landing on the nose of 
the shoe man” and any system that price-stamps stand- 
ardized shoes (without taking into consideration the 
service rendered by the merchant for the infinite needs 
of 130,000,000 non-standardized human beings) will 
fall by the weight of its own impracticability. 

You well remember those conferences in 1918 where 
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economic theorists wanted to print the wholesale price 
on the sole and the compromise which was eventually 
made to build up an A, B, C, D class structure. It 
would have been a terrible mess then if the Armistice 
hadn’t intervened. It would be ten times more disastrous 
today. A considerable part of the 218,000 shoe workers 
who make our shoes would be fired under complete 
standardization—many of them being above the age 
where their skills could be used in defense work. Wash- 
ington’s desire to aid small business would be a mockery 
when your scheme of “mass production on government 
specifications” could be turned out by two dozen shoe 
organizations instead of the 1070 establishments now 


operating. 


WE know whereof we speak—that shoemaking is a 
highly technical business, intensely competitive and 
conducted on a basis of common sense plus cost figures. 
In the last two years rises in the price of shoes have been 
less than in any other article sold at retail and if the 
truth were generally known, many prices have been re- 
tained on the old basis despite “heaven and high water,” 
high wages and high taxes. The American public still 
gets a greater number of shoes under $3.00 than it does 
above that price. 

We vigorously oppose any grading system as being 
degrading to an industry that resents dictatorial regi- 
mentation through some theoretical plan that cannot 
stand on its own feet. We repeat what we said in our 
Open Letter to you on Sept. 28, 1918: “Nobody accepts 
the Chairman of the War Industries Board as an author- 
ity on shoe making. It is not to be expected that his 
genius or training would make him such.” We have had 
enough experience with the devious and circuitous ways 
of politics in legislation to know that trial balloons are 
sent up to sense the direction of the winds of American 
opinion. We are not recommending or opposing the 
Gore Bill as a substitute for the Price Control Bill re- 
ported by the House Banking Committee. Those are 
matters of Congressional deliberation and decision. 
What we are saying is that the Baruch Plan of 1918 is 
impossible in 1942. It gives no freedom to the shoe 
business, large and small, to make and market what the 
American public needs and wants in footwear. 

The very words “mass production,” “A, B, C, D classi- 
fication,” “price stamping,” “after six months only 
standardized shoes made on government specifications 
would be sold”—leave us with the feeling that tyranny 
begins with the theorists and you never can tell what 
will happen in Washington. Goodbye brands, trade 
names, good will—enter G. S. (government specified) , 
A, B, C, D—the Raw Deal of 1942. 


Boot and Shoe Recorder 





ei me 


: ° 
rience making W 


What lis 


Now, when people are buying quality merchandise, 


is the time to establish yourself with a strong line 

? - of shoes made by a dependable source . . . one you 
RIGHT ° can be sure will have the styles you want, in stock, 
ready to ship when you want them. That line is 


Styl-EEZ...made by Selby. Write or wire for details. 


A S4LE YE SH OL THE SELBY SHOE COMPANY 


PORTSMOUTH, OHIO 
New York Office, 3120 Empire State Bidg. 
New York Retail Store: Fifth Avenue at 38th Street 


IN CANADA, Morray-Selby, Utd., London, Ont. + IN ENGLAND, Selby Shoes, Lid., London. * IN AUSTRALIA, Selby Shoes, (Aust.) Lid. Sydney. + IN NEW ENGLAND, 
R. Hannah & Co., Wellington. Also Men's Styl-EEZ Shoes, Wall-Streeter Shoe Co., North Adams, Mass. 
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There'll Always Be a Christmas 
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the advance proofs in one large circular 
—possibly newspaper size—and have 
them reproduced to use for customer 
mailing and package enclosures. We 
feel that newspaper ads are better than 
mail for general advertising, in most 
cases, but the circular reproducing the 
ads, sent to customers and enclosed in 
packages, gives a very definite tie-up 
at small expense. Wherever practical, 
we try to use the ads in windows and 
in store also, often backing up a unit 
display with a blow-up of the ad fea- 
turing the actual merchandise that we 
show before it. By the way, if your 
art facilities are limited, get one good 
Christmas illustration, not too large, 
from your newspaper, and repeat it, 
with your merchandise illustrations, in 
each ad. Gives a splendid tie-up. 

If there’s snow enough, why not try 
to get hold of the oldest cutter in the 
community, and have a couple in “Life 
with Father” time costumes drive about 
in it. Small sign to read “Let’s make 
it a good old-fashioned Christmas, at 
Store Name.” This ties in well with 
the plans for in-store and window dis- 
play features (described in the previ- 
ous article). If the snow is lacking, we 
may try to get small wheels set on 
axles run through the frame of the 
sleigh runners, putting the wheels in 
back of the runners—that is, inside so 
that they do not show so much. 

Another inexpensive stunt would be 
to offer a movie ticket to the child that 
brought in a complete set of your 
Christmas ads cut from the paper, after 


showing them to parents. Explain of- 
fer in small type under ad, “Children— 
save all twelve of our Christmas ads 
as they appear in the paper, and bring 
them in to us to get a free movie ticket.” 

Here are some of the showcard 
wordings to use this year: 


Here’s the way to have a thrifty 
Christmas. 

Christmas gifts—from the masculine 
viewpoint. 

Slippers—small footprints of Christ- 
mas joy for children. 

Gifts that combine sentiment with 
common sense. 


Gift slippers for lucky feet. 

Does she dance? Give her evening 
slippers. 

Here’s a list of sensible giveables. 

Gifts that make Christmas last all 
year. 


Hosiery! Can you think of anything 
better? 

Gifts—priced with pleasant modera- 
tion. 

Hostess slippers—gracious gift for 
her leisure moments. 

Ho, for home and fireside! 


Give them shoes for their favorite 
sport. 

Gifts for the outdoor man 
woman. 

Are you Santa to someone in the 
Service? 

Slippers—for boys in the Service. 


— OF 





Washington News Reel 
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If the first plan should be adopted, 
presumably such surplus stocks as the 
Government takes over would de dis- 
tributed by some method fashioned after 
the food stamp system. 


* * * 


Green lighted in advance, the $6,687,- 
369,046 “lend-lease” bill is expected to 
be passed in a breeze. It contains one 
very anomalous item. To expedite pro- 
duction of equipment and supplies for 
national defense, $388,000,000 is pro- 
posed. What this entails, or for what 
objects it is to be spent, nobody seems 


to know. 
ok ao * 


Certain to strike a snag is any plan 
similar to the Canadian price control 
over personal services as well as com- 
modities. Trouble will not only stem from 
differing geographical economies and 
utilities but enforcement, private econ- 
omists generally insist, will be next to 
impossible. The reason is exemptions 
will cut away controls threatening small 
business with economic extinction. This 
was the 1933 experience of NRA in 
attempting to enforce minimum wages 
in service industries. - 
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Undertaking and embalming, laun- 
dering, cleaning, tailoring and dress- 
making, hairdressing and beauty parlor 
services, plumbing, heating, painting, 





Shoe and Bag Combination 














Chicago store looks to lizard 
as classic in leather. 


decorating, renovating, repairing of all 
kinds, and the supplying of meals, re- 
freshments and beverages, are among 
the service industries affected. 


* * * 


The Bureau of Internal Revenue re- 
cently warned merchants not to adver- 
tise that they are paying retail taxes 
on certain articles and not passing on 
the cost to their customers. This prac- 
tice is prohibited by the Internal 
Revenue Code. Tax absorption is not 
unlawful, officials pointed out, but it 
cannot be advertised as an inducement 
to buy without incurring the penalty of 
the law. 

= * * 


OPM, in giving publicity to the “new” 
standardization and simplification of 
manufactures program, is twanging a 
string nearly 25 years old. The War 
Industries Board of World War I had 
a similar program. The Bureau of 
Standards has issued almost 200 sim- 
plified practice recommendations in the 
past 10 years. 

Now, OPM says that spheres of activ- 
ity between the Standards Section, Con- 
sumer Division of OPA and the OPM 
Bureau of Industrial Conservation have 
been defined. They have an agreement. 

OPM ‘is going to work on decreasing 
the number of styles, types and grades 
with a view to saving defense materials. 
OPA will handle the development of 
standards, grades and quality identi- 
fying labels. Meanwhile, the industries 
affected, and the Bureau’ of Standards 
will assist. 


Airtemp Clinic Report 


DAYTON, OxnI0—Under the title, 
“How Air Conditioning Builds Business 
Profits,” the Airtemp Division of Chrys- 
ler Corporation has published a com- 
plete report of the first Round Table 
Clinic on Air Conditioning. This meet- 
ing, sponsored by Airtemp, brought to- 
gether more than 50 vocational, profes- 
sional and business editors who re- 
ported on the applications and benefits 
of air conditioning in their respective 
fields. Their contributions and those of 
many who could not be present, to- 
gether with material gleaned from ex- 
tensive research, are incorporated in 
the report just off the press. 

Comprehensive, yet concise, the re- 
port is an informative exposition of the 
subject of air conditioning—its value to 
industry and its importance to retail 
trade, the medical profession and living 
and working conditions generally. It 
represents a major contribution to a 
new industry. 

Included in the report are the talks 
given at the clinic by business and 
trade paper leaders, reviews of the 
clinic discussion and a wealth of sup- 
plementary material such as _ case 
studies and the results of surveys con- 
ducted “by vocational publications. It 
assembles, for the first time, in a single 
volume all the authentic information 
available on the varied applications of 
indoor climate control. 
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Born to be Leaders! 


Two Names That Will Mean New Profits 
for Your Children’s Shoe Department! 


In the early Summer of 1940 GeneRAL SHOE Cor- 
PORATION’S newest, most modern factory was completed 
at Hohenwald, Tennessee. It was designed from the 
first pencil sketch for the exclusive production of 
children’s shoes—every inch planned to make it the 
ideal children’s shoe factory. 


Today, with last year’s production doubled, the plant 
is running at capacity, making America’s leading 
values for Spring—the “Acrobat” and “Play Pal” 
lines of shoes for children. They were born to be leaders! 
Every effort has been made to make them the nation’s 
outstanding specialized lines of children’s shoes. 


With retail prices rapidly changing, “Acrobats” and 
“Play Pals” offer greater possibilities than ever be- 
cause both lines fit into the volume selling brackets. 


*‘Acrobats’’—to retail from $2.98 to $3.45. 


Over 70 in-stock styles, in new color combinations 
and patterns,‘made with our own “Wear-Tested” im- 
proved welt and cement construction. An exclusive 
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feature in every pair is a patented shock-absorbing 
midsole, formerly available in adult shoes only. 


**Play Pals’’—to retail at $2.45. 


The only line of genuine welt constructed children’s 
shoes in America to retail at this price. Over 100 styles 
—all in stock. 


Let your Little Welt sales representative show you 
how new profits can be made next Spring. Write, wire 
or phone for any additional information. 
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OTHER PEOPLE’S 


Greetings to 7100 Customers 

Stix-Baer-Fuller, famous St. Louis 
department store, sends out an annual 
goodwill builder in the form of a tele- 
gram on Christmas Eve to those cus- 
tomers who have had charge accounts 
with the store for twenty-five years or 
more. 

Last year there were 7100 such ac- 
counts on the books. To each of these 
went a wire reading: 

ONE OF THE GENUINE SATIS- 
FACTIONS OF THIS HAPPY TIME 
OF THE YEAR IS THE OPPORTU- 
NITY AFFORDED US TO THANK 
YOU WHOSE CONFIDENCE WE 
HAVE ENJOYED FOR MORE 
THAN A QUARTER CENTURY, 
AND TO WISH YOU AND YOURS 
A JOYOUS CHRISTMAS AND A 
MOST PROSPEROUS NEW YEAR 
—STIX BAER & FULLER. 


Wires are delivered at eight-thirty 
on Christmas Eve, a* time when it is 
believed that most members of the 
family will be home. Customers have 
expressed their appreciation for the 
wires in hundreds of letters and 
thank-you notes since the store first 
used this idea two years ago. 

a * * 


A Sophistocrat Going Democrat 


Frank Bros., famous Fifth Avenue 
shoe store, has blossomed forth with a 
“traffic stopper” window. 

It consists of a complete reproduc- 
tion of their third floor shoe depart- 
ment—in miniature. It is a stage set- 
ting three and a half feet wide com- 
plete with all the furniture and wall 


38 


decorations faithfully reproduced from 

the upstairs department. In fact it is 

so accurately done that one almost 
expects to see miniature customers 
walk across the stage. Invitation card 
reads: 

“This is a replica of our Sophisto- 
crat Shop on the third floor. 

“You are cordially invited to come 
up and see the shoes on display.” 

Here’s an idea that should be use- 
ful to any store with upstairs or base- 
ment departments. It acquaints the 
public with the complete services of 
your store. 

_ * a 

Just 10c More Per Customer 

Did you ever stop to realize the 
results if you increased the average 
purchase per customer by only ten 
cents. The net results are quite amaz- 
ing and you add practicaly nothing 
to your selling expense. The follow- 
ing table shows you approximately 
what it amounts to. 

Average Sale Daily Yearly 
Increase Customers Increase 
10 cents 5 $150 
10 cents 10 300 
10 cents 15 450 
10 cents 25 750 
10 cents 50 1,500 
10 cents 75 2,250 
10 cents 100 3,000 

7 = * 
Newspapers -+ Displays 
The manager of a New York shoe 
shop recently told us that he had been 
making a rough study to try to deter- 
mine whether best selling results 
could be obtained by running window 


and other displays in conjunction with 
the store’s newspaper ads or by keep- 
ing each selling medium distinctly 
separate. 

“One week,” he explained, “we 
would run a newspaper *ad without 
any window tie-up and attempt to 
calculate how many pairs of shoes 
were sold as a result of the ad. Also 
how many shoes were sold as a re- 
sult of an interesting window display 
around another distinctive model. The 
following week we planned a window 
display in conjunction with a news- 
paper ad. 

“We now feel, though we are still 
subject to variations, that our best 
results are obtained by a close tie-up 
between newspaper, window, interior 
display and mailing list promotion. 
For, after all, it is hard to get sales- 
men steamed up over more than one 
promotional idea during one week.” 

* * * 


“Toward Better Fitting 
Footwear 

“The most important single prop- 
erty of shoes is their fit. If they are 
uncomfortable or painful to wear, 
they are not worth the price paid 
for them, whatever their quality or 
beauty. They need to fit with ac- 
curacy to be comfortable.” 

(Shoe Sizing and Fitting, Misc. Pub. 

No. 469. U. S. Dept. of Agriculture) 


* * aa 
In Service to Humanity 


Church’s, retailers of British shoes, 
at Madison Avenue and 49th Street. 
New York City, have reproduced Red 
Cross posters of this and other years 
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O. P. Ideator—“Many shoe departments make a 
habit of sending a reminder card to customers some 
time after they buy a pair of shoes suggesting that it 
is time to come in again for a new pair. This is a fine 
way to build up a repeat business, but how long after 
they buy a pair of shoes should you send the card— 
one month, three months, six months, one year?” 

Men’s shoe buyer Jess Andrews—“That’s a good one, 
because ‘average’ wear is going to vary with the cus- 
tomer. However, if a shoe salesman takes the pains to 
learn his customer’s name, and a few facts about him, 
it is easy to ask him how long a pair of shoes lasts 
‘on an average’. Usually the customer will volunteer 
this information when talking about the new pair.” 

O. P. Ideator—“And the average is?” 

Mr. Andrews—‘“It depends on the individual. Some 
men, we have found, wear shoes only six months or 
so, while others who change them frequently will 
wear them for more than a year. In each case the 
customer has no objections to telling the salesman 
these facts—which provide us with a very open future 
market.” 

O. P. Ideator—“How do you use these facts?” 


WHAT IS THE AVERAGE MILEAGE OF A 





PAIR OF SHOES? 
(Greenfield's, St. Louis, Missouri) 


Mr. Andrews—“After making certain that the an- 
swers are correct, our salesmen use a file card on the 
customer to note the name, address, size of shoe, and 
other facts pertinent to the sale. At the same time, they 
add to the card the customer’s own estimate of how 
long he will wear a pair of shoes—usually. Then after 
this period has elapsed, the salesman telephones the 
customer, inquires about the condition of his choes, 
and suggests that the customer visit the department 
to look at some new styles that will give equal satis- 
faction. When the customer has been wearing the 
shoes for a considerable period, this point provides an 
excellent selling tool to convince him that it would be 
wise to return to Greenfield’s for another pair. No 
difficulty has been experienced as yet through com- 
plaints of customers that their shoes did not wear long 
enough inasmuch as Greenfield’s handles a_ select 
line of shoes ranging from $5.50 to $20 per pair.” 

O. P. Ideator—*“I notice that each card is marked 
with an EXPIRATION DATE estimated for the shoes, 
and arranged in a file so that each card comes up in 
turn. No wonder good business repeats itself. Many 
thanks!” 
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high. There are nine posters in all 


and 


background for three of their win- 
dows. They attract attention, suggest 
« duty to the public and yet do not 
interfere with their display of Fall 
shoes in the fore part of the windows. 


Headed in the Right Direction 


We've all seen these sloping slipper 
display tables with the slippers hook- 
ed by their heels to a quarter inch 
molding strip. Their great for mass 
distribution and fast selling during , 


the 


Abraham & Straus in Brooklyn they 
go this display idea one better. In- 
stead of pointing the slippers toward 


the 


catch the heel in a curved heel cup. 
ADVANTAGE—The customer can 
see the slippers pointing in the direc- 


tion 
feet. 


That prominent New York City de- 
partment store is devoting six of its 
front windows this week. to a display 
of its collection of beautiful evening 
shoes. Each window is done in similar 
design but with a different color motif 


with 


in their window. 
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Each poster is in 
color, two feet wide by three feet 


they serve as a very interesting 


matching the shoes exactly in shade. 
Colors range from black, gold, silver, 
red, and green to hothouse red. The 
background has been brought up close 
to the front of the window, and con- 
sists of a checkerboard design with 
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Christmas season. But. over in 


customer, they turn ‘em around, 


that she would see them on her 


ate ee 


Very Saks Fifth Avenue 





Bonwit Teller 
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the background of each window 





1941 


Significant—Bonwit Teller stands pat on a popular shoe. 















alternating squares cut out to frame a 
pair of evening shoes. Background 
of each alcove consists of mirrors com- 
ing together at a point to show the 
reflection of the soles and backs of 
each of the ten shoes in each window. 


Getting the Merchandise to Sell 


[CONTINUED FROM PAGE 30] 


If sales of some lines are cut down 
by short supply, try to make up by find- 
ing new merchandise to sell. Remem- 
ber; your store is what you make it. The 
testis, "Can I sell this profitably?” 

Stiffy, on the North Side of Main 
Street, told me he had just given an 
order to a salesman, “. . . but I won’t 
know for several days whether I'll get 
the merchandise or not. He wouldn’t 
promise it.” 

I talked with his competitor, on the 
South side of the street, an hour later. 
Jiffy told me he had ordered the same 
item, and would have delivery in 10 
days. “How do you know?” I asked. “I 
didn’t take a chance,” he replied. “I 
spent $1.25 in telephone charges, and 
got a definite promise.” 

This is a period when the intelligent 
shoe man will use the telegraph and 
long distance "phone much more than in 
normal times. All the more reason, if 
there is probability a house cannot sup- 
ply an item, that the fact be ascer- 
tained today. 

William Bulow, shoe retailer, telling 
the barber-shop audience, “In a pinch 
like this, if the house I’ve always pa- 
tronized can’t take care of me, there’s 
mighty little use looking elsewhere!” 

This principle works many times. But 
there are other times it doesn’t. Do an 
efficient job of covering sources— 
you'll get some happy surprises! Should 
you go outside your jobbing territory? 
Perhaps so—if you can get merchandise 
that, with higher delivery costs, you 
can sell at a profit. 

Hugh Billings, a shoe man who takes 
an interest in politics, pounding out a 
letter to his Congressman and Sena- 
tors. He writes, “If something isn’t 
done to take care of the small business 
man, America is ruined! What’s the 
use of an all-out Defense effort if it 
means we lose democracy!” 

Every shoe merchant should write 
his representatives at Washington when 
he feels that small business is being 
hurt. Congress has the power to change 
a lot of things—with legislation, by in- 
dividual pressure. Bureaucrats have a 
healthy respect for Congressmen and 
Senators. So, when you have a griev- 
ance, write! 

Sid Talbot, traveling salesman, orat- 
ing to a hotel lobby group of “the boys.” 
“T turned down $5,000 in orders last 
week—just because we didn’t have the 


goods, and couldn’t get them!” Other , 


salesmen contribute similar stories. It 
seems to spell a tremendous scarcity. 
In a seller’s market, it is easy for a 
disparity between supply and demand 
to be distorted. The order which one 
house refuses perhaps three or six 
others do, also. There has been a scram- 
ble throughout the country—led, in 
some instances, by the Army and Navy 
—to buy far above-normal reserve 
stocks. Don’t attach face value to all 
saiesmen’s stories of shortages. 


40 


In conclusion: Buying may seem to 
many a shoe merchant right now his 
most critical task. Scare rumors of 
impending scarcities besiege him. To 
buy reasonably well ahead, under pres- 
ent conditions, is just horse-sense. It’s 
horse-sense, too, to expect that smooth 
procedure for allocating respectively to 
Defense Use and Civilian Supply will 
be worked out—and when it is, the 
civilian population will be reasonably 
well cared for. 


Three Day Celebration 
Marks Patterson Opening 


[CONTINUED FROM PAGE 31] 


levels,” continued Mr. Bodner, “we be- 
lieved our customers were deserving of 
an ‘extra dividend’ for their part in 
making this beautiful new store pos- 
sible. Therefore, in sincere apprecia- 
tion, we extended our patrons a 10 per 
cent discount on everything purchased 
at any of our stores Thursday, Friday 
and Saturday, Nov. 6, 7 and 8.” 

The newly remodeled Stenchever 
Store is outstanding. Completely mod- 
ernized inside and outside, the store is 
rich and most efficient-looking. Entirely 
transformed, it is a masterpiece in 
architectural re-designing. A complete 
new front has been installed, featuring 
the latest type, recessed square glass 
windows with full glass doors that per- 
mit an unobstructed view of most of 
the store, right from the sidewalk. An 
attractive double-letter fluorescent sign 





For Winter in Texas 





Important, New 
WINTER SUEDES! 











flashes the store name across the upper 
part of the facade. 

The windows themselves are bril- 
liantly lighted with a combination of 
fluorescent and incandescent lamps. 
merchandise can be seen to fullest ad- 
vantage. 

The first floor interior, which extends 
from Main Streetdirectly through to 
West Broadway, presents a most invit- 
ing setting in soft rose, buff and blue 
tones. Both fluorescent lighting and 
direct flush ceiling lighting provide the 
whole store with easy-on-the-eyes illu- 
mination. The ceiling, walls, fixtures 
have been beautifully re-done. A rich- 
looking, softly hued rug graces the full 
length of the store. 

The accessory department, featuring 
hosiery and hand bags, formerly in the 
center of the store, has been more than 
tripled in size and now extends from 
the Main Street entrance-to the center 
of the great establishment. The latest 
type show cases prominently display 
quality accessories. 

The women’s high style and comfort 
shoe departments are centralized on 
this first floor. The men’s department 
is strategically located just inside the 
West Broadway entrance of the store. 
This department is complete in itself 
and entireley separate from the rest of 
the store. The girls’ and boys’ shoe de- 
partment, which occupies the entire sec- 
ond floor, has also been modernized. 
The department fs the largest of its 
kind in North Jersey, and stocks a col- 
lection of fine shoes as large and varied 
as that of an average family shoe store. 
A store chiropodist is always on hand 
for consultation on fitting problems. 
X-Ray machines provide visible proof 
of the perfection of all fittings. 

While operating as a group, each 
Stenchever store is complete in itself, 
and specializes in quality footwear, ex- 
pertly fitted. This season, particularly, 
the Stenchever stocks are greater than 
ever. Anticipating rising leather costs, 
months in advance the management of 
Stenchever’s placed tremendous orders 
for extra thousands of pairs of shoes 
for men, women, and children at their 
normal price levels. 

Today, with prices rising constantly, 
Stenchever’s is maintaining a steadfast 
policy of offering these shoes to their 
customers at their old prices, and will 
continue to do so as long as their 
present supply lasts. 

The Paterson store has been in the 
same location for more than 56 years. 


Takes Over Eastern Territory 
For Boyd-Welsh 


St. Louis, Mo.—David Lapidus, who 
succeeds Jim Pape, is now Boyd-Welsh, 
Inc., representative in the East. He 
will carry Peacock Shoes in New York 
and the surrounding eastern States. 
Mr. Lapidus gained the greater part 
of his experience with the firm Morris 
Lapidus, in the manufacture of high- 
grade shoes in Brooklyn. 
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Sturgis Stout 
Foundation Director 


New York—F. Sturgis Stout, of 
John R. Evans & Co., Camden, N. J., 
has been elected as a director of the 
Foundation of the Tanners’ Research 


F, STURGIS STOUT 


Laboratory. The present board consists 
of seven members and Mr. Stout was 
elected to fill the vacancy caused by the 
death of the late George W. Olmsted. 

The other members of the Foundation 
consist of Ernest Griess, Cincinnati; 
George B. Bernheim, Hoboken; David 
B. Eisendrath, Racine; Charles S. Wal- 
ton, Jr., Percival E. Foerderer and 
Sedgwick Kistler, Philadelphia. 

The Foundation was incorporated in 
1927 and serves as a repository for en- 
dowments, the income of which is used 
to promote scientific work at the Tan- 
ners’ Research Laboratory at the Uni- 
versity of Cincinnati. 


Uncle Sam’s ‘Shoe Shop 


Camp LEE, VA.—With personnel av- 
eraging more than 100 men who man 
the fe=r finishing lines, seven stitchers, 
and forty-five jacks, the indoor Shoe 
Repair Shop at Camp Lee is one of the 
largest in the world. In May, the first 
full month of operation in 1941, 2700 
pairs of shoes were repaired. By Sep- 
tember the shop increased its output of 
repaired shoes six times over the May 
production, with 16,500 pairs of shoes 
being renovated during the month. 

Director of the shop is Lieutenant 
S. A. Bethune. The personnel of the 
shop includes both trainees and per- 
manently-assigned soldiers. Shoes from 
the two parts of Camp Lee, Quarter- 
master and Medical Replacement Cen- 
ters, are repaired here, and the shop 
handles the shoe repair jobs of seven 
cther Army posts in Virginia. 

View of repaired shoes in movable 
racks, awaiting return to centers or 
posts from which they were sent, is seen 
in photograph on page 24. 
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Reservations for Indiana Show 
Top Previous High 

INDIANAPOLIS, IND.—Reservations to 
date for the 19th annual Indiana Shoe 
Buyers’ Wéel-t6.be held in the Clay- 
pool Hotel, Nov. 30, Dec. 1 and 2, spon- 
sored by the Indiana Shoe Travelers’ 


R. F. GROSSKOPF 


Association have broken all former 
records according to Frank M. Brown, 
chairman of display. The fourth to 
eighth floors, inclusive, of the hotel 
have been reserved for the show, one 
of the first showings of Spring and 
early Summer footwear in the Middle 
West. 

Leading footwear manufacturers of 
the country have made reservations. as 
well as accessory and shoe store equip- 
ment firms and other kindred lines. One 
of the attractions of the three-day 
meeting will be the style show Monday 
night after the annual banquet in the 
Riley Room of the hotel. 

R. F. Grosskopf, general chairman of 
the meeting, estimates one thousand 
visitors from Indiana, western Ohio, 
eastern Illinois and northern Kentucky 
will attend the meeting. 

Special entertainment has been pro- 
vided for wives of visiting shoe buyers. 


Light Colors Selling 
In Southwest 


Houston, Texas—The I. Miller shoes 
at Levy’s, under the management of E. 
J. Mosher and W. McLean, are going 
into the mid-season sélling. Mr. Mosher 
has just returned from the North and 
East, where he viewed shoes and con- 
ferred with I. Miller officials. 

With the mid-season in full sway, 
patents, calfskins, gabardines in blacks 
and blues are holding the spotlight, Mr. 
Mosher said. The tremendous brown 
season which has been enjoyed, is hold- 
ing up. Preparations are being made 
for a house slipper gift rush for the 
Christmas holidays. Levy’s is continu- 
ing to play reptiles and lighter shades 
and colors in all types of shoes. 

















SUCCEEDING WITH 
HEALTH SPOT SHOES 








MR. WM. H. LAWRENCE 
of the 
HEALTH SPOT SHOE SHOP 
417 Race Street 
Cincinnati 


Industriousness, combined with 
a genuine sincerity to work out 
shoe-fitting problems for cus- 
tomers, may well be considered 
the leading factors in the fine 
success which Mr. Lawrence is 
enjoying. 

His achievement of a steadily 
growing volume, is the direct 
result of serious application and 
hard work. 


By communicating his enthu- 
siasm for Health Spot Shoes to 
customers, he wins their con- 
tinued patronage and that of 
their friends. 


Constantly increasing profits 
are the satisfying reward for 
these efforts. 


MEN WANTED 


As more and more Health Spot 
Shoe Shops open, there is an 
opportunity for ambitious, ex- 
perienced men to create good 
jobs for themselves. 


Health Spot Shoe Shop opera- 
tors receive a weekly salary 
PLUS a liberal share of the 
profits. No investment is re- 
quired. 

Send for an application blank 
today if this profit-sharing plan 
appeals to you. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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UNISHANK 


| the dependable way 


The steel! shank is correctly posi- 
tioned on the insole with a simple 
and precise grading device. 


The Unishank fibre reinforcer 
is placed between centraliz- 
ing guides. 


Operation of the machine assembles 
each member... insole, steel and 
fibre in correct uniform position 
ready for Unishank moulding. 


A nest of assembied and moulded 
Unishank Insoles illustrating preci- 
sion of Unishank grading. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Advises Merchants Against Speculation 








Louis Miller, Elder & Johnston Shoe Buyer, Cites Experience 
of Last War Period—Looks for Continued Good 


Business, However, 


DayTon, On10—“Don’t buy any more 
than you are confident that you can 
sell—and don’t speculate,” was the 
warning issued by Louis Miller, head 
shoe buyer. Elder & Johnston Company, 
and a past president of the Dayton 
Shoe Retailers’ Club, during the No- 
vember meeting of the organization. 

“August was good,” said Miller. 
“In September, we ordered heavy and 
our stocks are heavy now. But do not 
be alarmed if there is a little letdown. 

“We are still going to have a mar- 
velous November, and December will 
be exceptionally good if we are prop- 
erly organized. However, remember the 
last war. A week after the armistice 
we were all trying to get out from 
under, and it took two years before we 
got over the shock and took our losses. 
Buy on a conservative basis and don’t 
buy more than you honestly feel you 
can sell. Don’t speculate.” 

Decision was made to go ahead on 
the Christmas slipper promotion, with 
each individual store conducting its 
own campaign. The slogan, “Give Foot- 
wear for Christmas” is to be used. 

Report on the proposal of club dues 
was submitted, under which the smaller 
stores would pay $5 a year per store 
and the larger ones $10 a year, starting 
January 1. The proposal was made to 
have the stores divided, with captains 
to start a campaign to collect dues. 
Chain stores would also be included in 
the plan. A definite report is to be 
made at the next meeting. 

President Edward Blomquist ‘ap- 
pointed a committee composed of Car! 
Weber, III, Owen Gardner, Bud Schoen- 
hals and Harland Krotss to make plans 
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Through December 


for a Christmas party to be staged De- 
cember 10. It is planned to invite em- 
ployees from store departments other 
than shoes. 





Appointed to Rubber Footwear 
Division of OPM 





Announcement has been made of the ap- 
pointment of Maurice J. Bernstein to the 
OPM, Rubber Footwear Division. Mr. 
Bernstein is treasurer of the Panther- 
Panco Rubber Company, Chelsea and 
Stoughton, Mass., and is well known 
throughout the industry. 





Opens New Store 


YOUNGSTOWN, OHI0—David Sacker- 
man, who was formerly with Levine & 
Sackerman of this city, is now operat- 
ing his own shoe store at 206 East Fed- 
eral Street. 





SATURDAY e 
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Army Places Big Order 
For Rubber Boots 


Boston, Mass.—Contracts to make 
130,000 pairs of knee-length rubber 
boots for the use of the United States 
Army have been awarded by the local 
Procurement Division of the Quarter- 
master Corps. The total dollar value 
is $348,056.15. The followire seven 
companies shared in the award: 

Hood Rubber Co., Watertown, Mass., 
27,500 pairs at $2.63 per pair; LaCrosse 
Rubber Mills, LaCrosse, Wis., 5000 at 
$2.65; Goodyear Rubber Co., Middle- 
town, Conn., 20,004 at $2.675; Servus 
Rubber Co., Rock Island, IIl., 6500 at 
$2.6765; Tyer Rubber Co., Andover, 
Mass., 5800 at $2.68; Goodyear Foot- 
wear Corporation, Providence, R. L., 
10,000 at $2.70; United States Rubber 
Co., Naugatuck, Conn., 10,000 at $2.70; 
and United States Rubber Co., Misha- 
waka, Ind., 30,000 at $2.70. 


Price Increase Announced 


On Thom McAn Shoes 


New York, N. Y.—On November 25, 
the Melville Shoe Corporation an- 
nounced a ten-cent increase in the price 
of its Thom McAn line, bringing the re- 
tail price to $3.70. A similar increase 
was put into effect about six months 
ago. 

Although no formal statement was 
issued by the company, it was implied 
that the current price advance was 
made necessary by cost increases all 
along the line—in materials, labor and 
taxes. 


Store Remodeled 


ELKHART, IND.—A modern shoe salon 
with complete new furnishings has been 
made part of the Boston Store, a de- 
partment store, here. The store ac- 
quired a new front and the interior 
was completely remodeled. 
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FLEMNAP Lined 


Why? Because retailers everywhere 
are specifying FLEXNAP vamp lin- 
ing. It makes shoes look better, feel 


beiter, wear better, SELL better. 


Make sure your shoes are FLEXNAP 


lined. 


For full information write 


W.S. LIBBEY 
COMPANY 


LEWISTON e MAINE 











"Round the Trade... 





TEXAS: Willard Gilmore, calesman 
for the A. Harris shoe department, is 
one of the top hands in fishing among 
the shoe men of Dallas. He spends 
most of his spare time going after the 
finny tribe around the good spots near 
Dallas. 

Forty-four years of selling shoes at 
retail has not dulled the pleasure of 
the business for J. Robert Hill, of 
Sanger Brothers Basement Shoe Store. 

“I get so much pleasure out of sell- 
ing shoes that I have taken few vaca- 
tions in the entire time,” says Mr. Hill. 
“T like to get down at 7:15 in the morn- 
ing even though the store does not 
open to the public until 9 a. m. Some- 
thing new comes up every day; some- 
thing that I’ve never experienced before 
and I get a big kick out of the new 
angles. Then today you have to give 
any kind of business as much careful 
attention as a baby.” 

J. Robert Hill, says that the differ- 
ence in selling shoes today and forty- 
four years ago, when he started out, 
is that the young men of today don’t 
have the patience to “learn to crawl be- 
fore they walk.” They want to start 
in as managers. There’s lots to learn 
to become a good salesman and few of 
our young men are willing to apply 
themselves to the job, says Mr. Hill. 

Business is so good in Texarkana 
that Pat Barton, manager of the Austin 
Shoe Store, is finding it hard to get 
away on his annual deer hunt. When 
business interferes with Pat getting off 
on his deer hunt, it’s good. One of the 
answers to this business boom is the 
shell loading plant under construction 
nearby. 

Joe A. Brown, manager of the Dan 
Cohen Co., Dallas, who originally hails 
from over in Huntsville, Ala., received 
a request from one of his old hunting 
buddies to send him several cattle horns 
of the longhorn variety, for making 
hunting horns. “He should see all the 
fine herds of Whiteface shorthorn cat- 
tle around Dallas to see how big a job 
I’m going to have to find those horns,” 
says Brown. 

James Terrell Tucker returned last 
week from the army to take his old job 
at Sakowitz Bros. Shoe Department, 
Houston. He left June, a year ago, and 
has been stationed at Camp Polk, La. 


« * * 


WISCONSIN: S. J. Brouwer, head of 
the S. J. Brouwer Shoe Co., Milwaukee, 
as president of the board of directors 
of the Milwaukee Rescue Mission, has 
been actively engaged in the mission’s 
eurrent campaign to raise $13,500 to 
earry on its work. 

Teeple Shoe Co. employees at Wau- 
pun gave a party recently in the Legion 
hall. The arrangement committee for 
the party and supper included Arthur 
Jenquin, T. B. Lathrop, Ward Dunn, 


Glen Yule, Miss Mildred Ahrens, Miss 
Marjorie Kotenberg, Gordon Redman, 
Leo Howard and Roland Peters. 
Melbourne Stonewall, who is associ- 
ated with his father, O. G. Stonewall, 
in the shoe business in Delavan, was 
married Nov. 9 to Miss Ruth Brewer. 
Harry M. Olander of the Varsity 
Boot Shop in Racine, served on the 
West Racine Business and Professional 
Men’s Association committee in connec- 
tion with the recent Red Cross drive. 
Albert Trostel, Jr., head of Albert 
Trostel & Sons Co., Milwaukee tanners, 
has been furnishing stiff competition 
in the Town club’s handicap squash 


rackets meet, 
* *~ 


ILLINOIS: Charles W. Evans, former 
president of the Chicago Shoe Travel- 
ers, together with his wife is now in 
St. Petersburg, Fla., where they will 
both spend the Winter. 

Hans Hoffman, salesman for Sun 
Shoe Mfg. Co., is expected to be re- 
leased from army duty soon at Camp 
Hulen, Tex. 28—Skidoo! 


* ok * 


NEW YORK: John Hart, shoe retailer, 
singing society maestro and _philoso- 
pher, will be the only Democrat to rep- 
resent his party in the City Council of 
Rochester when the new year begins. 
He seldom makes speeches—even in the 
Council—but he gives city business the 
same personal attention that he does 
the shoe business. So, although he is 
a holdover from the 1939 election, con- 
stituents have a habit of voting for him 
when he is a candidate. 


* *” * 


MISSOURI: Plenty of amusement 
among shoe retailers in the St. Louis 
trade has been evoked through letters 
coming from Corporal Ronnie P. Mc- 
Ewen of March Field, Calif., who was 
formerly assistant men’s shoe buyer for 
Famous-Barr Company, here. Corporal 
McEwen, whose specialty at the Fa- 
mous-Barr men’s footwear department 
was fitting of arch support shoes to 
aching feet is troubled with—guess 
what—bad feet! 

Women’s shoe buyer W. H. Jolley of 
Scruggs-Vandervoort Barney is causing 
salesmen calling upon him to stop be- 
fore entering his office to hastily con- 
ceal fountain pens and mechanical pen- 
cils. The reason?—Mr. Jolley’s absorb- 
ing hobby of collecting mechanical pen- 
cils which he keeps at his right hand. 
Few salesmen or friends get away from 
him with the same pencil originally car- 
ried in—Mr. Jolley is always ready to 
swap any way, preferably two of your 
pencils for one of his. 

Roy Bretsen, operator of East’s Shoe 
Store in East St. Louis, Ill., went all 
the way to New York to watch Uni- 
versity of Missouri destroy N.Y.U.’s 
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Violets. A conversation on the train 
enroute with Don Faurout, coach of the 
Missouri eleven, earned him a seat on 
the bench during the game, and finally 
—crowning glory of his football-fan life 
—the opportunity to throw in the ball 
used in the game. 

Men’s shoe buyer W. R. Jackson of 

Famous-Barr Company here is always 
ready to try anything new in footwear 
merchandising. Now, with service sta- 
tions, garages, parking lots, etc., taking 
up the idea of using girl employees to 
take the place of young men in selective 
service or working on high pay defense 
jobs, he is getting plenty of compli- 
ments on adopting the idea of using 
women and girls to:sell Christmas slip- 
pers. Though the regular sales staff 
stays on through the holiday season, a 
special crew of girl salespeople annual- 
ly account for a heavy percentage of 
the store’s Christmas slipper volume. 
Consequently, while other retailers are 
rubbing their heads wondering where to 
find competent extra salespeople, Mr. 
Jackson has a well pre-trained staff of 
slipper merchandising experts coming 
in. 
“Obie” Oberman, newly - appointed 
children’s shoe buyer at Famous-Barr, 
is exuberantly passing out cigars over 
the shoe counters of his department to 
celebrate the birth of his new daughter, 
born November 6 and christened Bever- 
ly Anne. Obie, who has been handling 
children’s shoes most of his business 
life, will have an opportunity to experi- 
ment with them at home. 

When the Stix-Baer-Fuller store set 
up a huge row of gift-suggestion booths 
down the full length of the second 
floor, to all extents hiding the women’s 
shoe department from view, Mr. Pauly 
didn’t know whether to be pleased or 
indignant—inasmuch as the construc- 
tion of 12 booths also cut down 15 per 
cent on the department’s size. Traffic 
flowing in and out of the shoe salon 
with the booth display as extra “pull” 
has about convinced him that it’s a 
good thing all around. 

“Pinky” Parsons, Sorority House 
shoe buyer, is back to Famous-Barr 
after an extensive circuit trip around 
the sorority houses of Illinois colleges. 
Parsons has developed the idea of tak- 
ing knock-down display cases crammed 
with the latest styles of campus shoes 
directly to sorority houses as far away 
as Northwestern; selling the store and 
its footwear contiguously. He doesn’t 
mention that his red hair and chromium 
shoe display equipment has made him a 
traditional figure at many middlewest- 
ern schools. ; 

Another traveler of late is Marcus 
Rice, women’s shoe buyer at Famous- 
Barr, who is alternating between the 
store and OPM headquarters in Wash- 
ington, practically at a moment’s notice. 

+ * * 


INDIANA: Harold Davis, proprietor of 
the Modern Mode Shoe Store, Elkhart, 
Ind., is passing out cigars. The reason? 
—a red headed baby girl born No- 
vember 3. 
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$5.00 PRIZE-WINNING 


Pet Peeves 


OF SHOE SALESPEOPLE 


Submitted by: MRS. A. R. BABION 


3 My peeve is the customer who holds her dog in her lap, sticks 
out her foot to be fitted, strikes up a conversation about dogs with 
a customer a seat or two away—and forgets all about the salesman. 


2. In the course of the conversation she confides that “Daffy” ruins 
lots of shoes, because he loves to chew heels. Naturally, her atten- 
tion is arrested at once when the salesman mentions Scuffless “Pyra- 
heel” as the answer to her problem. 


You can avoid complaints by specifying 
Du Pont Scuffless “Pyraheel” plastic heel 
covering. It comes in almost all colors and 
leather effects. Costs you nothing extra — 
and is used by almost all manufacturers. 


Scuffless heels give you an extra talking 
point, too. They resist checking, cracking 
and scuffing—and look new as long as cus- 
tomers wear the shoes. Remember to specify 
Scuffless heels on your neat order. 





HOW TO WIN $5.00 


Shee Salesmen —Send in your “Pet 
Peeves“ like the two above. For every 
set used, Du Pont will pay you $5.00. 
in case identical “peeves ‘‘ are submit- 
ted by more than one person, the $5.00 
will be paid for the pair received first. 
E. 1. du Pont de Nemours & Co. (Inc.), 
Plastics Department, Arlington, N. J. 
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PROFESSIONAL 
BOWLING SHOES 
To retail at ones soles 

$2.95 $3.95 Rubt 
$4.50 Rubber feet 
Left foot 
Leather sole 
Rubber heel 
Write for 
catalogue 


BROOKS SHOE MFG. CO. 
58th & Market Sts., Philadelphia 
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Children's Shoes 
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The C. A. Haines 
Shoes for Children 


IN STOCK 


Fort Wayne, indiane 
Angeles, Cail. 


St. Louis Shoes 
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INCREASE 
YOUR PROFITS 


with our selected 


JOBS...SAMPLES 
CANCELLATIONS 
ARCH and NOVELTIES 
for Men, Women & Children 
from 15 largest manufacturers of 
fine shoes in St. Louis. 


Over 1000 styles to choose from. We're in 
our tenth year of successful dealer service. 


M. K. WEIL SHOE CO. 


1326 Washington Ave. ST. LOUIS, MO. 
Our Showrooms are Air Conditioned 














New Store for Men 


Tacoma, WASH.— Featuring men’s 
shoes as well as haberdashery, Sam 
Altose has recently opened a new retail 
shoe and clothing store at 1113 Pa- 
cific Avenue, this city. . 
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Taxes and Labor Absorb 


Larger Share of Profit 


St. Lours, Mo.—Net sales of $87,- 
737,369.31 during the year ended 
October 31 are reported by the Brown 
Shoe Company, Inc. Net profit for the 
same period, after deducting estimated 
state and federal normal taxes and fed- 
eral excess profits taxes was $1,012,- 
117.70. In a letter to stockholders which 
accompanies this annual statement, 
President John A. Bush points out that, 
while “earnings on the common stock 
figure $4.11 per share after all taxes 
and the setting aside of an inventory 
reserve equivalent to $1.00 per share, 
taxes and higher labor costs have ab- 
sorbed considerable of the gross margin 
of profit. Federal, state and municipal 
taxes during the year amounted to 
$4.67 per share of common stock, with 
prospects of much higher taxes for 
1942.” 

“The volume during the year,” says 
President Bush, “has been determined 
only by our factory capacity, as the 
demand for shoes throughout most of 
the year has been greater than the 
supply. Not all shoes produced are be- 
ing consumed, although retail business 
has improved greatly during the year. 
Protective buying has been the rule 
both to cover possible shortage and 
price advances. 

“Our employees have received a fur- 
ther increase of 5 per cent in all day 
and piece rates, effective Nov. 3, 1941. 
This is the third increase that has been 
given to factory employees. The first 
two increases (totaling 11 per cent) 
were to return a reduction made dur- 
ing the depression period. The last 
amount is a further increase. This is 


in addition to a very large increase in 
the minimum wage, first ‘to 30 cents on 
Oct. 24, 1939, then to 35 cents on Apr. 
29, 1940, and then to 40 cents an hour 
minimum on Nov. 3, 1941, which, in 
shoe manufacturing, adds greatly to 
costs.” 

President Bush mentions the comple- 
tion of the new factory at Dyer, Tenn., 
in which children’s shoes are now being 
made at the rate of 4000 pairs per day, 
and states that military footwear has 
accounted during the year for about 
10 per cent of the company’s produc- 
tion. 

“Our salesmen are on the road with 
the Spring lines,” he concludes, “and 
orders received indicate a good volume 
of business for the coming season. 
Roblee shoes for men, Naturalizer and 
Air Step shoes for women, and Buster 
Brown shoes for boys and girls are be- 
ing sold to the better retailers in cities 
and towns throughout the nation.” 


Trimfoot Company to Move 


St. Louis, Mo.—Before January 1, 
the Trimfoot Company, now located at 
4060 Forest Park Blvd., this city, will 
have completed a move to its new home 
in Farmington, Mo. 

Early in February of this year, 
Trimfoot began negotiations with the 
Chamber of Commerce of Farmington. 
Farmington liked Trimfoot, and Trim- 
foot likes Farmington. 

A new building covering an acre of 
ground will accommodate manufactur- 
ing facilities for Wizard and Trimfoot 
appliances, Baby Deer soft soles and 
Trimfoot Pre-School shoes, which here- 
tofore have been made in separate St. 
Louis factory units. 





Salesmen See New Spring Line 


Nashville, Tenn.—The Little Welt Shoe Company, division of the General Shoe 
Corp., Nashville, recently concluded their sales meeting at the Noel Hotel, here. 
The Spring line of children's shoes in welts and cement construction combining the 
new lasts, styles and selling proposition was presented to the salesmen by L. J. 
McWaters, sales manager. Seated above, left to right, are: Glenn Heerensperger, 
Texas, Louisiana, Arkansas, Southern Okiachoma; J. P. O'Neill, northern Oklahoma 
and Kansas; L. E. McKinnon, Florida, Georgia and Alabama; E. W. Anderson, Illinois 
and Wisconsin; L. J. McWaters, sales manager; P. E. Green, Indiana and Michigan; 
E. L. Baker, Virginia, West Virginia and Maryland; Roy C. Long, North and South 
Carolina, Kentucky and Tennessee; W. F. O'Brien, New York, Pennsylvania, Con- 
necticut, New Jersey and Washington, D. C. 
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The Trimfoot Company will move its 
general offices, in fact, its entire op- 
eration to Farmington, a town which 
they believe is ideal for producing ap- 
pliances and shoes of the character 
which the name Trimfoot has repre- 
sented for more than 25 years. 


Chitwood to Represent 
Boot Line on Coast 


Fort WortH, Tex.—W. E. Chitwood, 
former shoe retailer on the Coast, will 
represent H. J. Justin & Sons, Inc., 
Fort Worth, manufacturers of riding 
and cowboy boots, in California, accord- 
ing to a recent anriouncement by H. N. 
Fisch, Justin sales manager. 


Ww. E. CHITWOOD 


Mr. Chitwood formerly operated 
Chitwood’s Bootery in San Luis Obispo, 
Calif. Last year he gave up the Coast 
store and returned to his home in Cal- 
houn, Ga., opening a Chitwood’s Boot- 
ery there. He later turned this business 
over to his brother and returned to the 
Coast. 

Mr. Chitwood has a good working 
knowledge of boots as he did an out- 
standing selling job on Justin Boots 
while he was in the retail business in 
San Luis Obispo. 


New Orleans to Have 
Southern Shoe Exposition 


New York—Over 200 shoe retailers, 
department, chain and wholesale shoe 
buyers will go to New Orleans, as the 
city and the Hotel Roosevelt are the 
headquarters for their Southern Shoe 
Exposition, Jan. 18-19-20. 

Retailers from the States of Ala- 
bama, Arkansas, Georgia, Louisiana, 
Mississippi and Eastern Texas will in- 
spect the new Spring shoes on four 
solid floors at the Roosevelt, and they 
look for a very large attendance. 

The committee promises an exposi- 
tion interspersed with entertainment 
and hospitality unsurpassed in New 
Orleans. Eugene A. Richardson, 206 
Essex Street, Boston, has been ap- 
pointed to manage and direct the show 
for the committee. 
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ALL CINCINNATI 


MADE 


The only feature shoe in its price range, made 


Vogue McCall's 


* Veriflexible Construction 
* Cincinnati Quality 

* Seventy Stock Shoes 

* Specialization One Brand 





entirely in a large shoemaking center, by workers 
of lifelong experience. No wonder Foot Rests sell; 
no wonder they wear. Here is real Cincinnati qual- 
ity! It shows in the shoes! 


THIS SHOE HAS EVERYTHING! 


* NATIONAL ADVERTISING IN 
Ladies’ Home Journal 
The Instructor 


Good Housekeeping 


* Four-Spot Comfort 
* Smartest Styles 

* Markup 40% to 42% 
* Welts and Littleways 


* Quick Turnover 


RETAIL 7 SOME HIGHER 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 


NEW YORK SHOWROOM: MARBRIDGE BUILDING 


Boston Shoe Travelers 


To Meet Dec. 20 


Boston, Mass.—The annual! meeting 
of the Boston Shoe Travelers’ Associa- 
tion will be held Dec. 20 in one of the 
private dining rooms of the Boston 
Chamber of Commerce at 80 Federal 
Street. Following a lunch, to be served 
at 12.30, the annual election of officers 
will be held and committee reports will 
be submitted for the approval of the 
membership. 

The feature speech of the meeting 
will be made by Eldon C. Shoup of the 
United States Defense Board, who will 
outline the ways in which commercial 


travelers can be of service in the ci- 
vilian defense movement. The presi- 
dent of the association, Fred B. Zepfler, 
will preside. 


Chicago Factory to Move 


CuicaGo, Itt.—The B & B Shoe Co., 
now located at 2210 Wabansia, will 
move shortly to the firm’s own factory 
building at 226 W. Schiller Street. The 
new building will provide 11,000 more 
square feet of floor space in three floors 
and a basement. The B & B Shoe Co. 
makes infants’, soft soles, and chil- 
dren’s shoes and slippers for men, wo- 
men and children. 





te re Oe ee ee 


Workshoes 


28 er Oe er er er ere 














eS et Oe em oo eee 


Soles and Heels 


~se erm ee me 





LITHOX EXTRA WEAR SOLES 
LITHOX SQUARE CORD 
SOLES AND HEELS 


Flexibility, Wear and Comfort 
At Low Cost 


THE LITHOX corp. 
WAPAKONETA, OHIO, U. 8. A. 

















U. S. Rubber Co. 
Pays Dividend 


New York, N. Y.— Payment of 
United States Rubber Company’s com- 
mon dividend of 50 cents a share, which 
was declared last March 5, and which 
has been held up since by litigation, 
was made Wednesday, November 19, 
to stockholders of record on Apr. 16, 
194i. 

In an explanatory note accompany- 
ing the dividend checks, Treasurer Ar- 
thur Surkamp says: “Payment has 
been delayed due to the suit filed by a 
preferred stockholder, but the Federal 
Circuit Court of Appeals at Philadel- 
phia recently decided in favor of the 
company, and the restraining order, 
which precluded earlier payment, has 
just been vacated.” 

On March 5 directors of the company 
voted to pay the dividend on April 30 
to stockholders of record on April 16. 
Shortly thereafter a preferred stock- 
holder sought to restrain the company 
from making the payment on the 
ground that the company had earnings 
in 1935, 1936 and 1937 from which 
dividends should be paid on the pre- 
ferred stock before disbursements were 
made on the common. 

The company contended that no pre- 
ferred dividend was possible because of 
deficits existing during this period. The 
Federal District Court at Newark on 
July 7 denied the application of the 
preferred stockholder, who then ap- 
pealed to the United States Circuit 
Court of Appeals. 
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Kleinert Rubber Factory 
Wins Contest Award 


New York—At the annual dinner of 
the Chamber of Commerce of the Bor- 
ough of Queens, the Kleinert Rubber 
Company will receive a plaque as the 
first prize award given by the Chamber 
of Commerce, Borough of Queens, for 
excellence in design and civic value of 
their new factory building . This plaque 
will be awarded for the industrial 
classification which includes factories 
and warehouses erected in 1941. The 
dinner is to be given at the Hotel Com- 
modore on December 2. 

Over 68 years old, the original Klei- 
nert factory is still in use. Gradual ex- 
pansion throughout the years required 
the addition of new buildings in 1884, 
1894, 1900, 1902, 1911, 1922 and 1941, 
thus the Kleinert Rubber Company has 
increased in size until it now comprises 
eight major divisions, including play 
shoes and rubber beach accessories. 

The new Kleinert factory building 
adjoins their present group of build- 
ings at College Point, L. L., and is out- 
standing in present day industrial ar- 
chitecture because it represents the 
present trend toward a low, wide-flung 
building as a substitute for the tall 
multiple storied buildings of the past, 
a highly desirable feature, since it per- 
mits the use of more efficient production 
methods within better lighted and less 
confined space. 


Army Orders More Shoes 


Boston, Mass.—Contracts to make 
70,000 pairs of Army service shoes with 
leather soles have been awarded to 
three shoe manufacturers, it is an- 
nounced by the local Quartermaster 
Corps. The dollar volume involved is. 
$252,435. Holland-Racine Shoes, Inc., 
Holland, Mich., is to make 25,000 pairs 
at $3.593 per pair; Weyenberg Shoe 
Mfg. Co., Milwaukee, 20,000 pairs at 
the same price; and the Suffolk Shoe 
Co., Boston, $25,000 pairs at $3.63 per 
pair. Deliveries are to be made be- 
tween December 31, this year, and Jan. 
15, 1942. 

The invitation to bid November 28 
on 675,000 pairs of service shoes was 
canceled too late for comment in Boor 
AND SHOE RECORDER, issue of Novem- 
ber 22. 


Dallas Ready for Spring 


DALLAS, TExAS—Reduction in prices 
of Winter shoes has been prevalent in 
Dallas for several weeks. While some 
cf the stores have had a general sale, 
others have had private sales promoted 
by ’phone calls and direct mail to cus- 
tomers. The big push has been to move 
suedes so that they will not have to be 
carried over. 

November is a between-season month 
in Dallas, although some of the depart- 
ments are making big displays of house 
shoes and holiday merchandise. 





Sewanee Salesmen Hold Meeting 


Shown above are, front row, left to right: Norton Thompson, V. Y. Dickey, C. V. 
Hammond, S. M. Thompson, Sid Meyer, E. B. Woodward, J. M. Bibb and John McLin. 
Back row: R. C. Bloxton, E. W. Smith, W. L. Smith, J. P. Shipman, R. J. McGinty, 
W. R. Foliansbee, Frank Greenwald, Fred E. Thomas, C. W. Butler and C. E. Stouffer. 


NASHVILLE, TENN.—The semi-annual 
sales meeting of the Sewanee division 
of General Shoe Corporation was held 
recently at Cowan, Tenn. The confer- 
ence took place in the. new warehouse, 
adjoining the factory building, from 
which all shipments of this division are 
now made. 

The Spring line was enthusiastically 
received, particular interest being 
shown in the new Pre-Vue line of style 
shoes which has been added to the 
Hygeia Arch and Sewanee Style lines 
previously made in this factory. 

Fred E. Thomas, division manager, 
announced that shipments of the Se- 


wanee division for the Fall season were 
40 per cent ahead of last year, that the 
factory had run full time the entire 
season, and that plans have been made 
to increase production about one-third 
for the coming season. 

The following fifteen salesmen cover- 
ing the entire country were present at 
the meeting: Norton Thompson, V. Y. 
Dickey, C. V. Hammond, S. M. Thomp- 
son, Sid-Meyer, E. B. Woodward, J. M. 
Bibb, R. C. Bloxton, E. W. Smith, W. 
L. Smith, J. P. Shipman, R. J. McGinty, 
W. R. Follansbee, Frank Greenwald 
and C. E. Stouffer. 
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NEW LOW-COST CHAIR 


*Attrocts Trade $985 8 5 


*Sets off merchandise 
*Styles up the whole place 
- We do not claim that Bellaire Shoes 
will perform miracles for your busi- 
ness or for your customer. The plain 
fact is that they sell easily because 
they look well and fit well. And 
able, they build repeat business 
for you and loyal, satisfied cus- 
tomers for your store. 


[Bellaire 


IM FORTABLES 





bas very moment you rf eyes on this chair you'll 
why many of America’s ones chain 


wad ind di Shoe have installed these 
chairs to give new life to the interior of their 
stores! Sturdy construction of Hard Maple- 
wood in natural finish yh a spring seat. 


attractive colors. —— —- extra.) 
Order t termediate .85 for 

sample chair with ieDe MONEY "BACK GUAR- 
ANTEE. Also available in gangs. Discounts on 
large quantities. Prices FOB Shipping Point. 


UNITED SPECIALTY CO. 














DON’T LOSE | - 
YOUR HEAD % 


over that Surplus Stock 


WANDA 
No. 1563 — Black Kid 
No. 1564— White Kid 
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Turn to the CLASSIFIED PAGES for 
Purchasers. 


Sixteen years’ continued use of “WANTED TO 
PURCHASE” space is the record for one of our ad- 


BOOT AND SHOE RECORDER 
Classified Advertising Dept. 
100 E. 42nd St., New York, N. Y. 


In Stock for 


BELLAIRE 











Immediate Delivery 
$500 reraiLer 
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More Than 400 Lines 
At Boston Show 


Boston, Mass.—The number of ex- 
hibitors who will display shoes at the 
Boston Shoe Fair is 20 per cent ahead 
of last year, according to figures just 
released by Maxwell Field, secretary of 
the New England Shoe & Leather As- 
sociation. The registration of buyers 
is also ahead of any previous December 
show and everything points toward a 
record-breaking show in attendance and 
in volume of business. 

A number of factors, in the opinion 
of the management, contribute to the 
timeliness of the Boston Show, partic- 
ularly this year. It is believed that 
many orders which were expected to 
be placed in October and Nevember 
have been withheld because of the un- 
certainty of market conditions. This 
is especially true of the purchase of 
novelty shoes for volume lines. Recent 
market developments have tended to 
stabilize the operations of the entire 
industry, and on December first, when 
the Boston Show opens, the stage 
should be set for an active business. 


Two New Stores Opened 


“EVANSVILLE, IND.—The past month 
has brought two new shoe stores to 
this Indiana town. Edison Bros. have 
opened a store at Main and Fifth and 
Reels Shoe Stores have opened one at 
Main and 7th. 
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Zoppa to Sell 
Children’s Line in East 


New York—John A. Zoppa, who for 
the past seven years represented Chas. 
W. Strohbeck, Inc., well known Brook- 


JOHN A. ZOPPA 


lyn firm manufacturing women’s fine 
shoes, in the territory from Boston to 
Washington, D. C., has recently joined 
John Ennis, Inc., also of Brooklyn, 
manufacturers of children’s shoes for 
over 80 years. 

In addition to the Ennis line of 
children’s shoes which he will represent 
on the road, Mr. Zoppa will also style 


the new line of women’s shoes that the 
firm will make, and will also carry this 
new line in his territory. 


John R. Cipar Operating 
Downstairs Shoe Department 


John R. Cipar informs Boor AND 
SHOE RECORDER that he owns and oper- 
ates the downstairs shoe department in 
the store of Sisson Brothers Welden 
Company, Binghamton, N. Y., and that 
he has not sold the same. He felt that 
a news item in the November 15 issue 
might give a contrary impression. 


Big Increase in Sale of 
High-Grade Shoes 


PROVIDENCE, R. I.—Since the men’s 
shoe department of the Boston Store 
was removed to the street floor and 
John J. Hughes was appointed depart- 
ment manager, the business has been 
substantially graded up. When the de- 
partment moved downstairs, it was sell- 
ing about 20 per cent of its shoes at 
prices ranging from $8.95 to $12. This 
percentage has now increased to 70 
per cent. A card index kept by Mr. 
Hughes indicates that the department 
now has three times as many cus- 
tomers as it formerly had. They are 
reached through newspaper advertising 
and the customer list is circularized 
twice each year. 
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Shands 


Honest Value 
In Boery Pair 
ROBERTS-HART, INC. 
KEENE, N. Ht. 
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Obituaries 


William A. Dixon 

BALTIMORE, Mp.—-William A. Dixon, 
president of the shoe manufacturing 
firm of Dixon-Bartlett Company, here, 
died suddenly on November 19 as a re- 
sult of a heart attack while driving on 
the Eastern Shore of Maryland. Mr. 
Dixon was 67 years old. 

Mr. Dixon was a member of a very 
old Talbot County, Maryland, family, 
and was socially prominent. He was 
the son of Robert B. and S. Amanda 
Amoss Dixon. His father, who was one 
of the founders of the shoe firm, was 
also a banker. He was educated at 
Friends School, Baltimore, and at 
Swarthmore College, came to Baltimore 
in 1893 and started on the bottom rung 
by being assistant to the shipping clerk 
of the Dixon-Bartlett Shoe Manufactur- 
ing Company. In 1900 he married 
Emma S. Needles in Philadelphia. 

Besides being president of the sho2 
manufacturing firm, Mr. Dixon was 
president of the board of trustees of 


the Sheppard and Enoch Pratt Hos- 
pital and a director of the Savings 
Bank of Baltimore, the United States 
Fidelity and Guaranty Company and 
R. B. Dixon & Ce., Inc., Easton, Md. He 
was a member of the Maryland Club, 
the Elkridge Kennel Club and the 
Chesapeake. He is survived by his 
wife, a brother and two sisters. 

Funeral services were held on Fri- 
day, November 21, at his Baltimore 
residence, 207 Wendover Road, Guil- 
ford, and burial was in the Friends 
burying ground. 


William H. Goodyear 


CARLISLE, Pa.— William H. Goodyear, 
69, of 270 South College Street, this 
city, executive vice-president of the G. 
R. Kinney Company, shoe manufac- 
turers, a prominent figure in Carlisle 
and Cumberland County, died on No- 
vember 21 at the Carlisle Hospital, 
where he had been a patient for seven 
weeks. He became ill about six months 
ago. 

Mr. Goodyear, who spent practically 
all his life in the shoe manufacturing 
business, started in a local office as an 
office janitor at thirty-five cents a week, 
advancing until ‘he became superin- 
tendent and finally owner and presi- 
dent. 

A son of the late Jacob M. and Ellen 
Miller Goodyear, he became office jani- 
tor in the F. Bedford shoe factory upon 
his graduation from Carlisle High 
School. He subsequently became owner 
of the firm, later selling the plant to 
the Kinney Campany, but the Bedford 
concern retained its corporate identity 
and he remained as president. 

A member of the First Lutheran 
Church, Carlisle, and former president 
of the Men’s Bible class and Sunday 
School of the church, Mr. Goodyear was 
also a member of the Cumberland Star 
Lodge, F. and A. M., former Carlisle 
councilman and a former Democratic 
State Committeeman. He was a director 
of the Pennsylvania Chamber of Com- 
merce and president of the Cumberland 
Fire Company for a number of years. 

He is survived by his wife, Mrs. Nora 
Martin Goodyear; three daughters, 
Mrs. Harvey Howard, Wilmington, 
Del.; Mrs. Frank Sloan, New York, 
and Mrs. Emmett Rand, Raleigh, N. C.; 
two grandchildren, four brothers and 
two sisters. 


Samuel S. Hanauer 


St. Louris, Mo.—Samuel S. Hanauer, 
84, assistant secretary of the Wohl Shoe 
Company, died recently of complica- 
tions following an automobile accident 
which occurred November 14. He is 
survived by a niece, Mrs. S. Reed, of 
Kansas City, Mo. 

One of the oldest active shoemen in 
the St. Louis market, Mr. Hanauer was 
with the Wohl organization for seven- 
teen years. Prior to that he had been 
with the Wertheimer Schwartz Shoe 
Co., and the Dittmann Shoe Co., both 


St. Louis concerns, now out of business. 

In announcing his passing to his 
many friends in the shoe trade, the 
Wohl organization closed a _ simple 
eulogy with these words: “Because of 
our daily association with him for many 
years, the image of his inspiring per- 
sonality has been caught in the stream 
of our life and shall always be pre- 
served in our memory.” 

He was fondly called Uncle Sam by 
his many friends and associates. 


William C. Kenney 


BALTIMORE, Mp.—William C. Kenney, 
buyer of the men’s Bostonian depart- 
ment of The Hub, here, died recently 
following a heart attack. Bill Kenney 
was one of the most populer figures in 
Baltimore retail shoe circles, and his 
death came as a great shock to his 
many friends. 

In 1907 Mr. Kenney first came into 
the shoe picture as the manager of the 
Baltimore Regal store. At that time 
he was very active in the affairs of 
the Shoe Retailers’ Association of the 
Monumental City and was an officer in 
that body. He opened an exclusive Bos- 
tonian Store on East Baltimore Street, 
adjoining the Emerson Hotel, and also 
operated a retail men’s shoe store on 
North Howard Street. When The Hub 
put in a Bostonian department, Mr. 
Kenney was selected to manage it, and 
the department has grown to sizable 
proportions. 

He is survived by his widow and one 
daughter. 


William F. Dwyer 


RocHester, N. Y. — William F. 
Dwyer, retired superintendent and a 
director of E. P. Reed & Co., footwear 
manufacturers, died at his home, 228 
Wilshire Road, Brighton, Nov. 18, aged 
78. Most of his active years were spent 
in the shoe industry. He was superin- 
tendent of the Reed plant for 25 years, 
retiring 15 years ago. 

Mr. Dwyer was prominent in various 
organizations. A past grand knight of 
the Knights of Columbus, he was also 
a member of the Fourth Degree of that 
organization. He leaves a daughter, 
Mrs. John H. Mahoney; three sons, Leo 
F., John W. and Francis J. Dwyer; a 
sister, Mrs. Joseph Moore, of Utica, and 
several grandchildren. 

The funeral was held Nov. 21 from 
Our Lady of Lourdes Church and burial 
was in Holy Sepulchre Cemetery. 


H. A. de Windt 


Cuicago, ILt.—Heyliger Adams de 
Windt, who was president and trea- 
surer of the Sidwell-de Windt Shoe 
company until he retired in 1924, died 
November 17. He was 84 years old. 
Mr. de Windt was born at Fishkill-on- 
Hudson, N. Y., in 1858. He was grad- 
uated from Harvard University in 1881 
and moved to Chicago that year. He 
was a member of the University and 
Harvard clubs. 
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FIRST NOTICE 
M.A.S.R.A. CONVENTION AND SHOW 


THE PLACE: Benjamin Franklin Hotel, Philadelphia. 

THE TIME: January |8-19-20, 1942. 
THE OPPORTUNITY: To meet many of the retailers who will distribute over thirty 
million pairs of shoes next year in M.A.S.R.A. territory. 
It's timed right; it's placed right; it's complete. Don't fail to write today for general 
information and display space reservation. 
MIDDLE ATLANTIC SHOE RETAILERS ASSOCIATION® 


PENNSYLVANIA, NEW JERSEY, DELAWARE, MARYLAND, VIRGINIA, DISTRICT OF COLUMBIA 
30TH FLOOR—12 S. 12TH STREET, PHILADELPHIA, PA. 


PHONE LOMbard 5600 





Bombshell from Baruch 


another moot point. In fact, too much 
latitude toward the schedule of farm 
prices would distort the picture. This 
becomes particularly true since today 
the raises granted the workers have 
been caught up with by the cost of liv- 
ing. 

As one of those who fought for many 
years for farm parity, I do not want 
to jeopardize it by demanding too much 
now. To do so might weaken the pres- 
ent acceptance of that objective—parity 
—toward which we are now well on 
the way. Each segment of our society 
should become a participant in the na- 


[CONTINUED FROM PAGE 32] 


tional program and sacrifice should be 
the rule rather than the advantage, 

Above all, we must see that the 
civilian population is protected always 
in the three essentials of life: (1) 
Food, (2) Shelter, (3) Apparel. We 
should be able to answer the demand 
for actual Needs—not for fancied 
Wants. 

The morale of our Home Front is as 
important—perhaps even more so— 
than the morale of our fighting forces. 
We best can protect the men and women 
who are the country’s producers by pro- 
viding for their necessities at fair 


prices. At the same time we will be 
able greatly to reduce costs of the De- 
fense Program to the Treasury if we 
do the pricing and supply job well. 

In this connection: Congress is vot- 
ing astronomical sums of money for 
defense, the expenditure of which will 
further increase the cost of living. 

Each dollar and each day make more 
essential an over-all control. Food costs 
will increase if agriculture is allowed 
too much. Rent control now being 
established in the District of Columbia 
should spread throughout the country. 





Open Letter to Bernard. M. Baruch, Chairman of 
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tion conducted by Mr. Plowmtan of the Statistica! 
Department of the Federal Trade Commission 


there would be a new eruption of the “old 83.50 


fallacy 





War Industries Board 


My dear Sir: 

Ta the Officia) Bulletin, issued by the Committee 
om Public Information, under date of September 12, 
we vead of your regular conference with the Wash- 
wgton sewspaper correspondents and we note that 
you are quoted — 

“He said that he believed « good shoe could 
be made to sell at $3.30 2 pair.” 


We frankly differ with you and a: « means of 
stoppang the further progress of s most detrmental 
statement, which if allowed to go unchallenged 
would reselt ie 2 permcious vnsetthng of the public 
mind, as to the valves of footwear in the year 1918, 
we write this open letter to reach both yourself and 
those sewspapers of the country which have already 
oven empharin to the ides that good shoes can be 
ebtarard nanonally a: 63.50 pro pew 

Much depends on the definition of the word “Good.” 
‘The werd good bas many meaning: and shades of 
meanings It is assamed that s virtuous, law-abiding, 
serviceable shoe « what you have in mind, es well as 
what thet pohtcallysechaed shoe manufacturer bac 
we mind some years ago when be wttered the remark 
thet “No more vale could be put into 2 shoe than 
$3.50." The statement was wrong then. It is dowbly 
wrong today 

A shoe may be good to look at, like « pretty girl; 


or to handle, like piece of silk; it may be good to 
sell in Bostoa, like a copper stock in normal umes 
but the vulger and ordinary sense of the poodnes: or 
worth of « shoe 1s tts durability and us degrer ~/ comfort 
end sewsfacton to the wearer 

It ia pure nonsense to beliewe that any large part 
of the American public can get « shoe of any sort of 
serviceability for $3.50. 

“Skins” may be as wumerous now a5 then, but hides 
are fewer and all the clements that enter into the 
mating of a shoe—men, materials, machinery and 
merchandising —have growa more and more capensive 
L chink it is trve that nobody accepts the Chairman «/ 
the War Industries Board as an suthonty on shoe 
making. It is not to be expected that bis gemus or 
training would make bim such. Shoemaking « ¢ 
haghly techmical business, intensely competitive aod 
conducted on « basis of common sence plus cost 
figuring 

Hf im your mind you are thinking of the $3.50 shor 
of ten years ago, then let us give you the definite 
factory cost figures of the year 1908 and let us thee 
take the same shoe, ingredient for ingredvent, and 
show you what it costs to build it today. Here are 
the figures and they are verihed from records kept by 
the “Boot and Shoe Recorder.” If these figures seem 
iqgedequate, we can refer you to the recent investige- 
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“Carry On” must be our slogan here at home. We must “Carry On™ v0 the womens timit of 


our ability, te the last dollar of our resources, ill VICTORY IS WON. 


LIBERTY BONDS! 


“Carry Oot” BUT 


A shoe to retail at $3.50 in 1908 and what the same 
shoe would cost today 
» SEPTEMBER 1908 1018 
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bindings 
Manufacturing expense 


2 627 

These are the bare factory costs 

‘This, then, is the “why” shoes cont more. We are 
but ende ing to satiefy the fund: | rechnation 
of all minds to seck enlightenment. We possibly are 
in @ fortunate position in being able to give this 
information with the degree of authoniy thet our 
therty-fve years of research service has established 

The world hes moved on in the intenm between 
1908 and 1918, but it is « strange fact that growe-ep 
minds often seize wpow 2 tiatement made year ago 
and think that i applics pretty well todey. You 
well know the damage made by the statement —“The 
Public be Damncd”—and we have long felt that 





These igure: do not connote indusinal omancence 
bet we do know that any shoe man, auth « redimen 
tary knowledge of the techneque of the shoe trade. 
knows that mo real wearng value for the average 
Amencan can be obtamed in a shoe for 63.30 today 

We have made our figures on the basis of « man’s 
shoe, but the run uf costs 1s almost co-equal 1m women + 
shoe manufacture We could go through the | 3 or 
more shoe factories in this country in a vai search 
for a “retume shee” selling at the factory at 63.50 in 
a good value, mach bess retailing ot that Agere. The 
price of shoes has been the objective pownt for maar a 
\ porous eapresson of opimoa, aad i 1s our macere 
hope that men in National places will lrare to tap 
those springs of imformanoa whach eull give them 
some proper premese for the witerance of profowed 
economic ttuths The human interest ia shoe prices 
1s wasversal, but we still contesd ther go nation oo 
the face of the globe gives to ots people footwear as 
cheap in peice, in comparison with the daily wage, 
as does the United States 

Of late « appears that the Patron Saat of shue- 
making, instead of being St. Crinpin is St. Virus, 
through the oft-eecessity of the members of the craft 
rushing to Washagtoe tor conference, and we heartily 
commend you to aaybody im (he (rade (here sesembied 
for further enlightenment a: to « good shor to sell at 

$3.50 « paw to the peblic 
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Preserves the splendid relics of Chatran-Thierry, They're too precious te be lest to the world 


through German frighifalmess. “Leud—the We 


are. Buy “Fighving Fourth” Liberty Bonds? 


hey Fight,” swith all you have and all vou 





(First Open Letter—September 28, 1918) 
Things change in 23 years — but Bernard M. Baruch remains the same. 








Classified and Want Ads 





SALESMEN WANTED 


FOR SALE 


WANTED TO PURCHASE 





SALESMEN WANTED: Men who have an 
established business on a non-conflicting line 
to carry, in stock only; $5 retail women’s Arch 
Type feature line of about 30 to 40 samples. 
Liberal. commission. State territory desired. 
Address $358, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


POSITION WANTED 


ACTORY SUPERINTENDENT — Pioneer 

in construction of Ladies Cement Shoss, 
Turns and Welts; Finest references—New Eng- 
land territory preferred. Wire or write Box 
B-361, Boot and Shoe Recorder, 140 Federal 
Street, Boston, Mass. 

HOE MANAGER, 32; knowledge of buying; 

working at present; would like to better self, 
preferably out of town. References. Address 
2355, care Boot & Shoe Recorder, 100 East 
42nd Street. New York, N. Y. 


LINE WANTED 


SALESMAN covering Pennsylvania, Maryland, 

West Virginia, thirteen years with one firm, 
wants low or popular priced en’s, Women’s, 
Children’s lines on commission basis. Address 
3359, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, Ni Y. 


EXPERIENCED SALESMAN wants line, 

preferably Men's Factory Line Shoes, but 
would consider Women’s Line for West Vir- 
ginia, Virginia, and North Carolina. Past 
seven years with one firm. Experience, educa- 
tion and personal address better than average. 
Commission basis acceptable. Addre-s £360, 
care Boot & Shoe Recorder, 100 East 42nd 
Street. New York, N. Y. 























FOR RENT 


FOR RENT in the heart of Wheeling, W. Va., 

store room and basement, 22 x 125, fully 
equipped for retail General Shoe Store. Free 
use of all our fixtures; Modern front, with 
center case. We have operated this room con- 
tinually for 27 years, and it has always been 
profitable. We own the building and can make 
the rental very attractive. Write to F. and S. 
Shoe Stores, 1059 Main Street, Wheeling, 
W. Va. 








BUSINESS OPPORTUNITY 


HALF partnership retail shoe store; $40,000 

annually: large New Jersey city. Good 
hours. $8,500 required. Address £356, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 














FOR SALE 


Ladies’ Welt shoe factory merchandise & Supplies— 

Stat 

Cloths ; 

Calcutta gen. black & brown lizard; about 2000 
skins ; 

Snake skins; 

Heavy steel shanks, about 150,000 pair, suitable for 
almost any last from 6/8 to 16/8 1; 

Sole lea. box toes, for all kinds of lasts; 

Flat counters; 

Molded counters ; 

Cut soles, 6, 6% and 7” in original bags; 

Welting ; 

Rubber metatarsa] pads; 

Leather balancing pieces; 

Black and White tissue papers; 

Lasts, patterns & dies (numerous styles) ; 

Findings of every description ; 

Cutting boards (35 all told) ; 

Sample shoes 5B; several hundred pair on up to 
date lasts & patterns; Corrective styles. 


On display at 
CHAS. W. STROHBECK, INC. 


Factory—13 to 23 Lexington Avenue, 
BROOKLYN, N. Y. 











ESTABLISHED Shoe Store, New York City, 
big shopping district, also home trade; low 
rental; Must sell because of ill health. Un- 
believably low price. Great opportunity. Ad- 
dress $357, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y 








Takes Over Shoe Department 


MASSILLON, OHIO— Maurice Cohen 
has recently taken over the shoe depart- 
ment of Berger’s Department Store. 

Mr. Cohen was a manager with Endi- 
cott Johnson Shoe Stores for eight 
years having managed stores in Bing- 
hampton, N. Y., and Massillon, Ohio. 

Ed. Hansen, a shoe man of 50-years’ 
experience, is managing the shoe de- 
partment with Mr. Cohen. 


Felt Boots for Britain 


MONTREAL, CANADA—The Canada 
Felting Corapany, St. Jacobs, Ontario, 
has donated 420 pairs of children’s 
knee-length felt boots for the use of 
children in Great Britain. The donation 
was made to the Tommy Atkins chap- 
ter Imperial Order of Daughters of the 
Empire, Miss Norma Eby, war work 
convener, announced today. 





CASH 


For Entire Stocks or Surplus Merchandise. 
This is a good time to dispose of them. 
We can use any quantity and pay the highest 
prices. 
CAMITTA SHOE COMPANY 
16 8. 3rd St. Philadelphia, Pa. 
Phone Lombard 2002 

















SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 


BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 

















BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


CEASAR 
Philadelphia, Pa. 





ARSH 
19 N. Fourth St. 
Phene Market 1 














obe”’ 
88 Reade St.. Cor. Church 
Phone Barclay 7-7887. New Yerk City 




















SELL YOUR Suartes STOCKS 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes 
from retailers, jobbers and manufacturers. 
Visit owr new warehouses 


108-110 Duane Street, New York 
Phone: WOrth 2-5877 and 5378 and 5379 











CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
os Advertisements for this page must be In our New York office on Friday of the week preceding publicetion. -—wa 
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MERCHANTS’ NEEDS 
Bowling Shoes 


Six different styles in black, white and 
smoked elk, high cuts and oxfords for men 





Gum rubber sole with 
leather tip — right 
foot. Left 
handed 
Bowling 
Shoes in 
stock no ex- 

tra cost. 





HYDE ATHLETIC SHOE CO. | 
Division A. R. & Sons Co. 





Something New in Shoes 


PETERSBURG, VA.—Milady may ulti- 
mately be buying one pair of shoes for 
wear with her entire wardrobe as the 
result of a design poviding for separate 
soles and zipped-on “uppers” on which 
Miss Frances I. McFeeley, director of 
the local USO-Travelers’ Aid Unit, 
recently received a patent. 

The shoe, which Miss McFeeley hopes 
will be put on the market soon, would 
provide a sole and framework, consist- 
ing of heel and toes over which uppers 
of various colors would fit. The slide 
fastener may either be covered, thus 
becoming invisible, or it may be orna- 
mental. 

The design was inspired by the short- 
age of leather arising from national 
defense, hence if all of it goes for Sam 
Browne belts and army shoes, the femi- 
nine wearer may buy uppers of tweed, 
gabardine or other materials more eas- 
ily obtainable. 

The USO director believes that many 
women, otherwise well-dressed through 
motives of economy, will wear shoes 
which don’t harmonize with their cos- 
tumes. An inveterate traveler herself, 
for years she has bemoaned the space 
allotted to footgear in her luggage. 

The design, which, according to the 
patent, provides for a “sole and an 
upper mutually separable,” is equally 
practical for daytime, walking or eve- 
ning modes. A pair of high-heeled 
slippers, with an array of detachable 
uppers, and another of the lower-heeled 
variety, would satisfy the most discrim- 
inating debutante, according to Miss 
McFeeley. 


Store to Be Remodeled 


NASHVILLE, TENN.—A contract has 
been let to remodel Bill’s Booteries 
store, here. A new marble and struc- 
tural glass front will be installed, ter- 
razo floors laid, and the building will 
be completely ‘air-conditioned. It will, 
of course, be entirely redecorated. 


November 29, 194! 


Spokane Stores Go After 
Rural Trade 


SPOKANE, WasH.—A_ cooperative 
sales event on the part of Spokane re- 
tailers, and one that has become a cus- 
tom after six years, is Inland Empire 
days, which were observed November 
14 and 15. With the Inland Empire 
designating the inter-mountain region, 
of which Spokane is the business cen- 
ter, this event is widely promoted in 
the rural regions, although thoroughly 
advertised within the city as well. The 
promotion is carried on by all the major 
stores and the morning and evening 
daily newspapers. The latter carry 
‘special advertising sections and also 
fashion sections featuring the promo- 
tion. 

Just at this season when mountain 
regions are beginning to have snow and 
bad weather, shoes and rubber foot- 
wear, of course, held a prominent place 
in the buying, which the major stores 
report was in good volume. 

Chairman of the committee for the 
Spokane stores in planning Inland Em- 
pire days was Sid Gassman, of Thomas 
& Gassman’s men store. Merchants as- 
sisting him were: Harold Bacon, mer- 
chandising manager of the Crescent 
Department store; Mr. Nelson, man- 
ager of the Palace; D. Roy Johnson, 
manager of the J. C. Penney company; 
Phil Alexander, of Alexander’s; Merle 
Emry, of Emry’s; Walter Baldwin, 
manager of the Eastern Outfitting com- 
pany; Harry Levinson, president of 
Franklin’s; Mr. Shahan and Mr. Stan- 
dish; Bud Allen, of the Palace; and 
Ben Goldstein, of Lubin’s. 

All stores reported that quality goods 
was bought in pleasing quantities. 


Pre-Christmas Trade 
Brisk in Rochester 


RocHESTER, N. Y.—Buying in retail 
shoe stores started with a rush on the 
day following Thanksgiving, despite the 
fact that a lingering Summer sun, 
bringing unseasonably warm weather, 
had brought a few weeks of dullness 
after one of the best Summer seasons 
of recent years. 

For one thing, shoe merchants had 
prepared for holiday business long in 
advance of the great day. A big start 
was made when downtown merchants 
created the right environment early 
through installation of a “Santa Claus 
Lane,” with great wreaths hanging 
over intersections of Main Street, and 
lighting poles rigged out with gala 
trimmings. 

Shoe retailers had made display win- 
dows tempting with such a variety and 
array of slippers as had seldom been 
seen at this season. They had kept up 
advertising in spite of the fact that 
current results did not appear to jus- 
tify the expenditures. 

Their faith in the future was re- 
warded—the early part of it, at least— 
when great crowds of buyers appeared 





MERCHANTS NEEDS 


MATS FOR YOUR 
NEWSPAPER ADS 


Eliminate the headache of trying to find the 
“right cut’ for your ad. No more high cost 
of art work or engravings. 


Send for sample proofs now. 
SHU-MAT CO. 
401 Grand Theatre Bidg., Columbus, Ohic 

















THE FOOT OSCILLATOR 
(General Electric Equipped) 


Over 4000 retailers now using Foot Oscillator with 
amazing results. r 

Instantly relieves tired, aching Feet; Gentle, Soothing, 
Safe. Let your customers thrill from this service. 


110 Volt A.C. 
$29.85 


F.O.B. Chicago 





Write today 
for folder and 
additional 
intarmation. 


| THE VI-PED-EX CORPORATION 
Stockton, Calif. 





immediately after Thanksgiving and be- 
gan making use of dollars that had been 
saved in bank Christmas clubs, or 
earned in defense industries. 

From now until Christmas, results in 
shoe stores are no longer in doubt. But 
for months which are to follow, there 
is more of uncertainty. The suggestion 
by Bernard Baruch that styles of shoes 
be standardized along lines proposed in 
the first World War has raised an 
alarming issue. 

An even greater doubt about future 
commitments has been created by the 
suggestion of ceilings on retail prices. 


Black Shoes Sell Well 


ALBUQUERQUE, N. M.—Black shoes 
continue to predominate in the local 
market, with black suede pumps lead- 
ing in favor. Lower heels are in de- 
mand as follows: Flatty heels, Cuban 
heels, and High heels. 

Antique tan has been fairly popular 
with local women buyers. Some stores 
have had success with tan alligators 
in strip effects, with low heels. Cow- 
boy and majorette boots have been in 
high favor, while English riding boots 
show a decrease. 

Men are buying artillery tan in mil- 
itary styles. 


Indiana Store Expands 


LAFAYETTE, IND. — The Marshall 
Smith Shoe store, here, has been en- 
larged and expanded into a complete 
family shoe store. Formerly a woman’s 
shoe salon, complete lines of both men’s 
and children’s shoes have been added 
and separate departments established 
for each. 
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IT'S UP 10 Gow. 


In'49 


In your fight for bigger busi- 
ness—a reliable trademark on a 
child’s shoe is half your battle! 
Its your powerful weapon 
against low-priced competition! 
For over 50 years the Dr. Posner 
name has helped thousands of 
dealers make good profits. The 
Dr. Posner name on children’s 
shoes has been a mark of merit 
since 1888. 


Consistent National Advertising 
has kept the Dr. Posner name in 
front of mothers everywhere. 
This advertising in Woman’s 
Home Companion, Parents’ Mag- 
azine, Mademoiselle, ete., makes 
your selling job easier. 


A wonderful trade name—an ex- 
ceptional health story—and re- 
markable cooperation right in 
your own store . . . what more 
can you ask to help build a 
healthier children’s shoe busi- 
ness in 1942? 


Send for the complete story— 
now. 


FOR BOYS I [ano cs 





| 





A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 
AMERICAN FELT CO., Glenville, Conn. 


BARIS SHOE COMPANY, New York City 
BARSH & CEASAR, Philadelphia, Po. _.. 
BELLAIRE SHOE COMPANY, Portland, Me. 
BROOKS SHOE MFG. CO., Philadelphia, Pu. 
BROWN SHOE COMPANY, St. Louis, Mo. 


CAMITTA SHOE COMPANY, Philadelphia, Po. 

COLONIAL TANNING CO., Boston, Mass. . 3rd Cover 
CONNEL, J. M., SHOE CO., Braintree, Mass. 50 
COON, W. B., CO., Rochester, N. Y. ...... oni 428 


DU PONT, E. |., DE NEMOURS & CO., INC., Arlington, N. J... 
ENDICOTT-JOHNSON CORP., Endicott, N. Y. 


LITTLE WELT SHOE CO., Nashville, Tenn..... 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. 

GOODWILL SHOE CO., Holliston, Mass. 
GOODYEAR FOOTWEAR CORPORATION, Providence, R. |. 


HEALTH SPOT SHOE SHOPS, INC., Danville, Ill... . 
HOOD RUBBER CO., INC., Watertown, Mass. 
HYDE ATHLETIC SHOE CO., Cambridge, Mass. 


JARMAN SHOES—GENERAL SHOE CORP., Nashville, Tenn. .... 


KIRSCH-BLACHER CO., INC., New York City 
KRIPPENDORF-DITTMANN CO., Cincinnati, O. 


LEVOR, G., & CO., INC., Gloversville and New York City 
LIBBEY, W. S., CO., Lewiston, Me. .. See ee 
LITHOX, THE, CORP., Wapakoneta, O. .. 


MIDDLE ATLANTIC SHOE RETAILERS ASSN., Philadelphia, Pa... 
MILLER SHOE COMPANY, Cincinnati, O. ................-... 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind. 


POSNER, DR. A., SHOES, INC., New York City 


RICE-O'NEILL SHOE CO., St. Louis, Mo. 
ROBERTS-HART, INC., Keene, N. H. .. 
RUBIN, IRVIN, New York City 


SELBY SHOE COMPANY, THE, Portsmouth, O. 
SHU-MAT CO., Columbus, O. 

SPAULDING FIBRE CO., No. Rochester, N. H. 
SUPERIOR SHOE CO., Chicago, Ill. 


UNITED LAST COMPANY, Boston, Mass. 

UNITED SHOE MACHINERY CORP., Boston, Mass. . 
UNITED SPECIALTY CO., Cleveland, O. ........... 
UNITED STATES RUBBER CO., New York City 


VI-PED-EX CORPORATION, THE, Stockton, Cal. ... 
Boot and Shoe Recarder 





OLONIAL TANNING CO. ee 


ACK and COLORED PATENT . . ELK and SPLIT LEATHER 
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Qe THAN JUST A SALE, : 


THE START OF A GERBERICHA 
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Ties is more in selling shoes than just dollars and cents, particularly when you're selling boys’ 
shoes. Of course, there is an obligation to the boy to see that he is well fitted, and to the. parents 
to be sure that they are getting value’ for the money they spend. But, the merchant who gives just 
a bit more time and effort to the fittifig, more study to the selection of a source of supply for his 
shoes, cam look both the customer and parents squarely in the eye. That's the GERBERICH WAY, and the 
finest dealers in America are proving) that it’s the right, friendly and profitable way! GERBERICH- 
PAYNE SERVICE includes GERBERICHS, sTriDe RITE, JUNIOR ARCH PRESERVER, Gnd OFFICIAL BOY SCOUT SHOES. 
When Young America Looks To Its Feet, Sell Them Gerberich-Payne Shoes. 


YOUNG AMERICA LOOKS TO ITS FEET.. 
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GERBERICH-PAYNE 
SHOE COMPANY 


MOUNT JOY 


Grate Rite 
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PENNSYLVANIA 
New York Office, Marbridge Bidg 
GERBERICHS a | Room 405 
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